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HARDWARE 





OFFERS THESE BIG ADVANTAGES 


Every bale the same size * No double tripping « Wire-tied bales that can't come loose 
« Square-cornered bales easier to store, easier to handle, easier to feed « Faster 
harvest, better hay. 


s the food value of his hay 
\ i : I ier to handle es tin 
and manpowse vy ha tin he modern way with the MM B 
O-Mati 
THE BALE-O-MATIC lifts hay from the windrow or swatt lie 
uniform layer ind ties it with two strands of steel wire whil 





I till under compre mm. Nou i ( ; 
THE BALE-O-MATIC has pick-uy nechanism which operate 
lin green or cured hay « strav indle wht, unever 
eavy windrows and swatl 2 new Uni-Matic Power 
lowers pick-up mechanism “on-the-go” over ridges and ditche 
THE BALE.O.MATIC can be stationary bal tasitt 
quality MM construction assures trouble-free service and 
maintenance 


Here's the new MM Bale Trip mech Zuality Controlim WM FACTORIES ASSURES DEPENDABLE PERFORMANCE IN THE FIELD! 


anism that insures against double 
tripping, gives the farmer positive 


Bd nim. 


~ So 


Note the clean field behind the MM 
Bole-O-Matic Efficient MM pick-up 


conveyor gets oll the hoy 


This eosy-to-pull MM Bole-O-Matic 
is @ rugged mechine built te stend 
the herd knocks of yeor-ofter-yeor 


hoying operations 


essurance that every bale will be M i | a | E A p Oo L I NS M O LI N E . = . é 
the same size, just as he sets the aad All boles ore the some size when 


ae MINNEAPOLIS 1, MINNESOTA 


hendied by the MM Bale-O Matic 
Boles moy be 30, 35, 40, or 45 inches 
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No. 105 50¢ Retail - as Retoil 
minated 1.3/16" steel oe! 
e strong warded secur € 
ty. Brass locking lever. 105 


ey changes 


215¢ Retoil 
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or 12 ben’ Pertecie, ; 35¢ Retail 
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Farmers know that high-quality fence is the only kind 
that pays off over the long haul. Bethlehem Fence is that 
kind of fence. When it arrives for work, it's ready for 
years of rugged, ‘round-the-calendar service. 

That's why Bethlehem Fence is good fence to sell. 
Your customers know the Bethlehem emblem, recog- 
nize it as a promise of superior farm products. 

Take a good look at a roll of Bethlehem Fence, and 
you'll understand why it does such a good job, year 
after year. Examine the tried-and-proved hinge joints, 
the strong, tough steel wires, the smooth, vise-tight zinc 
coating that fights off rust! 

Bethlehem Fence is made in all standard styles and 
sizes. It goes up faster and lasts longer when it’s in- 
stalled on sturdy, easy-to-drive Bethlehem Steel Posts. 

Talk over your farm fence requirements with your 
jobber today. And ask him about the other top-quality 
“Repamy, ou Qeitidhem Genes Gish Mow euny.” Bethlehem steel products shown below. 








BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Bethlehem Fence can take it! This advertisement is typical On the Pacific Coast Bethlehem products are wold by Bethlehem Pacific Coast 





of our current campaign in regional farm magazines Steed Corporation. Export Distributor: Bethlehem Steel Export Corperatren 
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tq... The NEW MODEL 460 
Warm Morning Coal Circulator | 


HERE IT iS— 
AND WE’RE GOING 
TO HELP YOU 
SELL IT! 


A Full-Size 
Circulator 


Beautiful Porcelain 
Enamel Finish 


All The Famous 
Warm Morning Features 


Retails for Only 


$9995 


(Slightly higher in New England 
and Western Stotes) 





‘The Duk Gang will be - - a ' 
The OPT © ae Th I Will li Sal rd 
Tha OP tey Satay orm is New Circulator Will Top All Sales Records! 
sore “0 . 2 » - : 
SPO Heaters! ThE Pe THE NEW MODEL 460 CIRCULATOR brick flues in all four corners! An extra 
pores represent oes theit should quickly become the fastest selling feature is the large easy-fill feed door with 
le w arket © li hea bane deluxe coal heater in _America — surpass- “duck bill” coal chute that guides the coal 
“ ae entertainers se arm ing even the great Warm Morning sales directly into thé magazine. The full-size 
_— ecommen® , now for records of previous years circulator cabinet is furniture styled in 
ally ngs! Stock UP Mill be IT HAS ALL THE FAMOUS Warm genuine two-tone brown porcelain enamel 
Morn’ les ¢ M g Feature luding full f Magazine holds 60 Ibs. of coal —f 
he bigget way! Morning eatures — including fu ire- agazine holds Ss. OF COal-——for up 
e your brick lined magazine with patented fire- to 24 hours operation without refueling. 


Sell the Complete Line of Warm Morning Coal Heaters! 








SPECIFICATIONS 
COAL CAPACITY:. 60 Ibs 


| " Model 521 
LINING: Patented Firebrick Lining im Model 422 o 





INTERIOR: Welded steel combustion 
chamber with cast iron dome. Drow-center 
grotes hove two-piece sectional grote ring 
for quick, easy-replocement. Ash container 
is extra large, easy to remove 








Model 618 
proved 4-Flue design Model 524.8 Mode! 523 
CABINET: Mode of heavy steel with rigid 
bracing. Finished in two-tone brown Por . . eae 
celain Enamel. Special feed door allows Available in coal capacities 
easy filling with no spillage. Ash door from 40 to 200 Ibs... models 
design permits shoking grate while door to heat one room cabins or 
le cloved large houses and every size 
: F f : 
SMOKE PIPE OUTLET: For 6” flue pipe home in between. 
cast-iron elbow furnished 
Model 414 Model 617 Model 460 


OVER-ALL DIMENSIONS: Height 38's", 
width 22'2", depth 23” 





Warm Morning Also Manufactures Gas Heaters Ranging in Size From 30,000 BTU input to 85,000 BTU inpet! 














ae For More information, Write . . . 


\ Morning | 


LOCKE STOVE COMPANY 


|| 114 West 11th Street Konsas City 6, Mo. 


\ Heaters 


| 
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FREF Three New Eye-Catching 
t Full Color Display Pieces 


TO BOOST YOUR SUMMER* SALES OF AMMUNITION 
AND OTHER SHOOTING EQUIPMENT 








@ UNIQUE "DANGLING 
TIN CAN” 


A real stopper ... brand new... per- 
fect because it tells your customers to 
“Go Plinking”. It’s a #24 can fur- 
nished with string ... think of all the 
places you can hang it, above or with 
other pieces! 






















@ counter CARD 


12 x 18 inches. This colorful unit 
will make sales for you when used 
on your counter, wall, or in your 
window. 













*Western will also have a kit of FALL hunt 
ing displays ready for you soon. See next 
month's issue of this magazine for details. 


© gree nhallly 







© winvow 
STREAMER 


Big 40” x 14” full-color 
streamer. Use it on your 
window, back counter, dis- 







>! 





play cases or as a wire hanger. 


SEND COUPON TODAY! 


Please send 


Dept. 216 
Arms and Ammunition Division of HWWislorn 
| OLIN INDUSTRIES, INC. — 
} East Alton, Illinois SUMMER Display kit 


Your Name 


WORLD CHAMPION AMMUNITION B store Nam 


i Address 
PRODUCTS OF INDUSTRIES, INC. 
City & State - 


3 
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A compoct, hard-hitting national adver- BOKER 
tising program is telling your customers 
about the fine quality and reasonable prices 
of the entire Boker Tree Brand line. Now this TREE BRAND DRESSMAKER 
z SHEARS 


quality cutlery is moving faster than ever! 
Take advantage of this turnover! Stock this 
famous line now! Your customers get real 
value — you get customer good will, plus a 
generous markup! Call your jobber today for 


detailed information y.. 


A 


And every other type scissors ond 
sheors—aquvelity al! the woy—priced 
¢ te sel! ot @ good profit 


= 


POULTRY SHEARS 





CARVING SETS 





Hollow ground, highest quvolity 


stointess stee!. Genvine stog hor They took their top quolity. They 
ad dies — curved to fit the hend for sell on sight. Gift item deluxe. Fo 
comfort and control. movs TREE BRAND 
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uTity & 
POULTRY SHEARS NANBY PINKER SHEARS 
KITCHEN KIT 
Unbreckoble, chrome pleted hot Hondies mode of heat-treated 
t forged steel. Every women wonts Two most used knives ond o pair of Durctuminum. Weigh ently 3 ounces 
this sturdy off purpose kitchen kitchen sheers in hendsome wo! — heve repleceable precision-stee! 
helper cove. Big setier! It's TREE BRAND. biedes. They sel! fost! 
: -— 
| 
S 
HUNTING KNIFE WOUSEHOLD SET 
POCKET KNIVES GARDEN TOOLS 
Sturdy, drop forged, mirror-finish Hollow ground biodes of chrome 
Famous everywnere for fine steel! blode—one piece construction, hon The choice of experienced gorden- vornedium steel —pokkewood hon- 
ond fine looks, The expert's choice die wound with genvine leother ers from coost to coast, Gross ond dies. Handsome wolnut woll cose. 
Hundreds to choose from. Hondsome sheath hedge sheors, pruning tools, etc Mokes women ‘buy minded. 
wi om 
V 
% See 
lige ods 
© this 
RANCHERO SET — Let ‘em see them again on your 
ee on Sheen Ot, tee wed counters where they clinch 
hendsome, handy viny! plastic zip An item women go for—every mon sales. We'll supply point-of-sale 
per closure carrying cone Moving wonts. Handsome to look of rarer ; a P 
i Gommuban. Soa. tales ound Shane material FREE. That means 
fast profits for YOU. 














H. BOKER & CO., INC. g@@iuan 


Established 1837 ‘JR f Gipar AND 
Quality for over a Century 


101 Duane Street New York 7, N.Y. 
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youll kick 
yourself Nov. 





if you dont register now 


No doubt about it. This is going to be the most 
exciting—the most important—election in years 
and you won't want to be left out. But you won't 
be able to do a thing about it—unless you are 
registered. 

That goes for all your relatives and friends and 


neighbors, too. So help them as you help yourself. 


Find out WHEN, WHERE, and HOW to regis- 
ter. Then pass the information along to all your 
friends. It’s easy to get. Just call your local office 
in charge of elections, your City Hall or County 
Court House. Do it today! If you don’t you'll 
kick yourself for passing up the chance to have 
your say on election day. 
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NOW! A COMPLETE RANGE 
OF SIZES IN THE 
FAST SELLING ROYAL LINE 


There is a Royal size for every need... all 
similar in design, all featuring the new Ribbed 
Mahogany Baked Enamel Finish. 

ALL HAVE THOSE FAMOUS ROYAL BURNERS 
Every one of these Royal heaters has Royal Lifetime one-piece Cast 


Iron Drilled Raised Port Burners—Time tested as the most satisfactory 
and trouble-free burner ever used on this type of equipment 


Rows, VENTED 
CIRCULATORS 


The NEW ROYAL 75,000 BTU Circulator in the 
NEW RIBBED MAHOGANY BAKED ENAMEL FINISH 


Four new sizes of Royal Vented NOW, Royal has a complete 
Circulators 30,000; 35,000; range of sizes: 20, 30, 35, 40, 
50,000 and 75,000 BTU non- 50, 60 and 75 thousand 
radiant models have been BTU. 40 and 60 thousand BTU 
added to this popular, trouble- models available with radiants. 
free and fast-selling line. Write for folder and price list. 





(Bottom Right) Royal 40,000 BTU Radiant Model, vented. Pyrex 
brand glass fronts allow complete vision of radiant glow 


yf t vailable on all models as optional equipment 
Note ered door at right end. Controls mounted in 


side cabinet are thus instantly accessible 


p DA) AGA speroved — OPTIONAL EQUIPMENT automatic thermostats and safe- 
| oe ty pil 


Atl MODELS ARE INDI¥ ALLY TESTED ON TYPE GAS SPECIFIED 


Write for folder and price list on this fast selling, profitable line that 
has the outstanding record for troublefree operation and long life 


Permanent Display: SPACE 1119-A, Merchandise Mart, Chicago 


CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 
CHATTANOOGA 6, TENNESSEE 


MANUFACTURERS OF, ROYAL CHEF e GAS SPACE HEATERS, VENTED ANC NVENTED 
VENTED WALL HEATERS, GAS LOGS, RANGE INVERS N BURNERS. FIREPLACE FURNISHINGS 
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.-. from ROOF to FOUNDATION- 


—. with SSirco 
DISTRIBUTED 
PRODUCTS 
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I IERE is your opportunity to sell almost every 
4 


building and repair need for the home and 
industry. Sell the complete line of SSirco-distributed 





products. Each product is profitable. Each is easy to sell. 


Each is a quality product—a well-known name. And 
Make More Money with This you get prompt Overnight Delivery or Drive-In Pick- 


Easy-to-Sell Line of Quality Prod- Up from one source of 16 Warehouses at strategic 


ucts with Well-Known Names points throughout the South. Add free selling-aids, and 
you have the combination for real profits. 


SOUTHERN STATES 
IRON ROOFING COMPANY 





4 
is 


Ire, 
hs > sf 
a> 
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¥, 
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TOP-QUALITY, 
PRICED-FOR-VOLUME 
MERCHANDISE 


. Autoyre Fairfield matched accessories 
—unmatched in beauty, convenience, value. 


a 





Se ee eT 





CONSUMER ACCEPTANCE 


built through years of advertising leadership 
. this year, 4-color full-page advertising, 

the most impressive campaign in 

the accessories field — to send customers 





into your store. 





se 


és = “a = 






3 MARKET-RIGHT, 
DESIGN-RIGHT 


Over-the-Door Hanger 





.. like this Autoyre Over-the-Door Hanger which fits any standard 
door, holds 8 to 12 garments, answers every home-maker’s 
prayer for more clothes-capacity in closet, bedroom, bathroom. 
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to huild your housewares volume! 


| 




















No 4006 Ne. 4019 
No. 4019 | Double Robe Hook All-Purpose Rack 


-— Ne. 4009 
\ Toilet Tissue Holder 
We. 4010 
Towel Ring 
oe Wo. 4011-17 
Ne. 4014 
. wos el : Me. 4628 Towel Bar (18" and 24”) 
Ne. 4014 
| Twin Towel Bar 
| j Gift -Doxed 
a | . 
b~* | . No 4000 Wo. 4018 
| Wal! Soap Dish Giass Sheif Unit 
a | ll tte Gift-Doxed 
c | ' ai =® Tumbier and No. 4028 
‘ Toothbrush Holder Shelf Brackets 
—_ * i 








Many things combine to add up to Autoyre’s leadership in building 
your housewares volume. Most important of these —the basic rightness 
of design, the fine craftsmanship, the sparkling jewel-like lustre of 
Autoyre accessories. Millions of women already know, treasure, and 
keep buying new items for their matched bathroom and kitchen en- 
semble. Many millions more are consistently being educated...through 
large-scale advertising . . . to look for Autoyre accessories in your COMPLETE, MATCHED LINES OF ACCESSORIES 
housewares department. Feature the complete, matched line. FOR BATHROOM ¢ KITCHEN ¢ CLOSET 


Every Autoyre fixture has built-in sales appeal — for today’s sales, 
for repeat sales! The Autoyre Company @ Oakville, Connecticut 
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Actual Size 


Retails at 


COMBINATION PADLOCK 


Body and shackle of the Scout Padlock are heavy brass 
plated steel. Has a solid knurled knob. The popular 
B-number mechanism offers real security, is simple to 
work, has literally thousands of possible combinations 
Size 1°4" wide—is just right for popular appeal. Attached 
fo each padlock is a convenient record tag 


Here’s your answer to public demand for real value at 
@ low price. One look tells your customers how sturdy 
@nd serviceable the Scout Padlock is 

Put a box of 12 on your counter (takes up only 6” x 6 
Space) and watch how fast these padlocks go. Be sure to 
display them in a heavily-trafficked area—they'll sell 
themselves 


PROFITABLE DEAL 


12 Scout Combination Padlocks attractive display 


carton, each padlock individually boxed 
Width, 1%. Shackle s dia 8M clearance 
Weight: 4 Ibs. per doz 


COST TO YOU $4.55 doz. 
SELLING PRICE 7.08 doz. 


Your Profit $2.53 


(Long-shackle style, same as above, but 5° shackle 65« 


each retail; your cost $5.20 doz 

















Actual Size / 






Retails at 






No. 853 


weule Man 


LAMINATED COMBINATION PADLOCK 


The Minute Man is accurately fitted inside, heavily pro- 
tected outside. Case is of heavy, multiriveted, laminated 
steel plates so strong your customers will instantly recog- 
nize its unusual durability. Popular 3-number mechanism 
is finely calibrated for maximum security, yet so simple 
that easy operation is assured. And thousands of 
combinations are possible. Tough, casehardened shackle 
Permanent record tag attached 


For appearance, usefulness, value, you can’t beat the 
Minute Man, the only laminated combination padlock on 
the market; backed by the wide-awake, merchandising- 
minded company that gave you “Brass Beauties” and 
Silver Sentinels’ —assurance of fast cash register action 


YOU'RE IN THE PROFIT PICTURE 
12 Minute Man Combination Padlocks, individually boxed 
in two colorful display cartons 
Width: 134 Shockle s dio "a 7 


Weight: 5 Ibs. per doz. 
YOUR COST $7.80 per doz. 
11.76 


YOU SELL FOR 


Your Profit $3.96 


clearance 
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SPUR SUMMER SALES OF 22 RIFLES 
AND AMMUNITION WITH THESE 


tore fe Displays in Full Color 


Vide DEALERS! ... SEND FOR YOURS TODAY! 


NEW “TIN CAN" DISPLAY ¥ 


Here's a display that's strik 
ingly neu adds color and 
MOTION . . . because it Aangs 
wherever you have a good 
place for it. Use alone or with 
other display pieces. Size 
#2'5 can. 





awivenssrer U1 for ) | 
2/=- 


WINDOW STREAMER 





Size--40" x 14” Full Color. 


=. 
7a 7) For window, back counter, 
— | display cases, wire hanger, 
SF | or wall hanger. Suggests to 





your customers to shoot for 
fun this summer. 








(Le) 
(Ly 


EE ARN ENE Naa Ot atta 


WORLD-FAMOUS 


Pres cet ae a ‘WINCHE $7 / RR oes 


ADE -MARK 


ARMS AND AMMUNITION 


A nan ow Oe 








COUNTER CARDS for counter, 
walls, or window 


Two of them each 12” «x 
18”. One features 22 rifles, the 
other plugs 22 ammunition 
Both sell PLEASURE for 
your customers sell all 
shooting equipment for YOU 


— 





Send for this kit of SUMMER store displays 
today. They’re FREE. And watch this maga- 
zine next month for announcement of the 
Winchester Kit of FALL Hunting Displays 


which will be made available to you. 4 —" 
ur 


Dept 


Arms oa Ammunition Division of WINCHESTER 


OLIN INDUSTRIES, IN«¢ 
New Haven 4, Conn SUMMER Disp Kit 


Store Name 


Addre 


PRODUCTS OF | INDUSTRIES, INC. 





City & Stat 
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CKS-PONTIUS 





ALL PURPOSE 
* Fer seating 
between tubs oF 
wenks ond wells 
for sink tops fer 
sealing cracks 
for tilling seit 
hotles For decor 


eters 
er heme ese 


it’s D-P WHITE WONDER 
TILE CEMENT 


..-Loaded with Sales Appeal 


Just display this great D-P product and it literally sells itself! 
Although it's called “tile cement,” White Wonder is actually an 
all-purpose cement with dozens of household uses. Pure white 
in color, it won't show on light surfaces of wood, plastic or tile 
Moisture-proof, heat-resistant! Each tube is a handy dispenser 
DICKS -PONTIUS. ... protruding tip carries White Wonder right into smallest cracks 





DISPLAY-PACKAGED FOR QUICK, EASY SELLING! 


Put this colorful, space-saving display box 
on your counter and watch White Wonder move! 
12 tubes to the carton. 
Order D-P White Wonder from your jobber now .. 
display it .. . you'll wonder at the way it moves! 
~~ Order today and watch it pay! 


PUTTIES + CAULKING COMPOUNDS - GLAZING COMPOUNDS 
MORE SALES 


, THE DICKS-PONTIUS COMPANY 
WITH THE D-P LINE! 


DAYTON, OHIO ALEXANDRIA, VA. DECATUR, GA. 





12 SOUTHERN HARDWARE for JULY, 1952 





Keep your “building headquarters” up-to-date 


WITH T.C.I.’s 
UP-TO-DATE 
BUILDING PLANS 


@ Your customers are always interested 


in new ideas to increase efhciency, to 





make work easier, to boost prohts. 
T.C.I’s Free Plan Service is a perfect 
vehicle to supply them with the newest 
and best ideas for building farm struc- 
tures 

These new ideas pay off in new busi- 
ween SPene ness for you The Free Plan Service on 
your counter puts you in contact with 
your customers when they are planning 
new buildings and gives you the first 
chance to sell necessary building supplies 

Keep your Free Plan Service up-to- 
date. The latest plans are listed here. If 
you do not have them in your file, write 
for them today. They'll help you sell 
more of the U-S-S Steel Products you 


handle. 


YOUR FREE PLAN SERVICE 
SHOULD INCLUDE THESE PLANS 


TITLE NUMBER ' 
Steel Clad Detoils 0301 
Five Room House Plan 104 
Cattle Feeding Barn 299 ; 
Poultry Laying House Pion 270 
Portable Poultry Range Shelter 276 : 
Galvanized Steel Cylindrical Grain Bins 324 
Seed and Grain Dryer 325 
Sweet Potato Curing House 341 
Double Garage Pian 44 
Mochinery Shed and Shop 417 
Oxygen and Acetylene Cylinder Truck 
for Shops 610 
Table for Frame Cutting 611 
Wall Rack for Supplies of Stee! 613 
Portable Creep Feeders for Colves 618 
Milking and Feeding Barn 217 
Standard Barn Framing 222 
Portable Calf Brooder Pen 615 
Commercial Brooder House 600 
Cor Port and Utility Room 60! 
Individual Farrowing House 260 
Cattle Feeding Trough 614 





TENNESSEE COAL & IRON DIVISION, UNITED STATES STERL COMPANY, GENERAL OFFICES: FAIRFIELD, ALABAMA 
DISTRICT OFFICES. CHARLOTTE - FAIRFIELD - HOUSTON - JACKSONVILLE - MEMPHIS - WEW ORLEANS - TULSA 


U°S°S AMERICAN FENCE 
U°S°S TENNESEAL V-Drain ROOFING 
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Questions about Insurance? 


Ask . Sederaled’s 
QUESTION {() BOX 


Q. We are located outside the city 
limits and have made an agreement 
with the city’s fire department to 
answer calls for us on the condition 
that we pay for this service. Can 
our policy be made to cover this 
expense? 


A. Yes. Your present fire insurance 
policy can be extended to cover fire 
department service charges for an 
additional premium. 





ANOTHER ADVANTAGE OF 
TRADE ASSOCIATION MEMBERSHIP 


To operate a business successfully 
a businessman must be well! in 
formed. Sometimes the biggest job 
is having the facts on which to base 
a decision. Keeping members better 
informed concerning matters directly 
» © « affecting their busi- 
= e hess is one of your 
trade association's 
* wv) 2. ° Many functions. Sup- 
e U*™) se port your association 
wine | and take advantage 
«e of its services! 


GOING ON VACATION? 


Here's How 


Vacation time is a gay time for fun, 
relaxation and rest. Now we don’t 
wish to be gloomy about a gay sub- 
ject but, on the other hand, there is 
no use of being “‘ostrich-like’’ about 
a few facts. Vacation time is a little 
more hazardous than other ordinary, 
run-of-the-mill periods of our life. 


Sports Are Fun—But Be Careful 


In all the usual vacation activities 
—driving, swimming, golfing, fish- 
ing, etc.—there’s greater danger of 
injury to yourself or your family, or 
of one of you injuring someone else. 


Absence Increases the Hazard— 


The house and contents left un- 
attended are exposed to the dangers 
of fire, theft, flood, storm, etc. If 
someone is left in charge, there is 
more than normal likelihood of ac- 
cidents or damage due to their lack 
of familiarity with the home and its 
operation. 


By All Means Go But— 


To enjoy your vacation take all 
the normal precautions against mis- 
haps and be sure you are properly 








HOLIDAY TRAGEDY 


Whether the accident was due to 
a defective tie-rod, as one witness 
suggested, or merely excessive speed 
of 70 or 80 miles on hour, as esti- 
mated by another witness, will prob- 
ably never be known. Two young 
men in the Federated insured car 
were killed. A young family of three 
in the other car were seriously in- 
jured. The mother, 24, especially 
attractive in appearance, suffered 
terrible facial injuries 

Federated’s policy-holder, father 
of one of the boys, was faced with 


the death of his son, heavy financial 
demands from occupants of the other 
car, and from the family of the 
deceased passenger and friend of the 
deceased son 

This case clearly illustrates the 
folly of the old idea of “5 & 10” or 
“10 & 20” liability limits in a time 
when settlements and jury verdicts 
reach fantastic heights. Fortunately 
the insured had adequate coverage in 
this instance, and Federated’s South- 
ern Claim Department paid the 
damages. 





ederaled Halual 


onttry. 
a aN, 
Aw wa 
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to Enjoy it! 


insured. Be sure your automobile is 
properly insured, be sure your home 
and its contents are properly insured, 
and be sure you and your family are 
properly insured. 
alk to someone who knows in- 
surance before you go, whether it’s 
the Friendly Federated man or not. 
You'll feel better knowing where you 
stand. If additional protection is 
suggested, it may not be a great ex- 
nse. For instance the Compre- 
ensive Personal Liability Policy 
costs only $10.00 a year, or $25.00 
for three years! 

For the name of your nearest 
Federated Man see the classified 
section of your telephone directory 
or address Federated Mutual, Owa- 
tonna, Minn. 


Henry Ford, the motor maker, was 
driving his Ford home one night 
when he encountered a man on the 
highway who couldn't get his Ford 
started. He got out, tinkered with 
the car, and soon had it going. 

“‘How much do I owe you?” asked 
the motorist, who didn’t recognize 
him. 

“Not a thing.” 

“But your time is valuable,”’ pro- 
tested the man. 

“Honestly,” insisted Ford. “I’ve 
got more money than I need right 
now.” 

Looking at the car that Ford was 
driving, the motorist snorted: ““And 
drive a Ford car? Like h you 
have! 

— LAURENCE C. EKLUND 
Milwaukee Journal 


We ee ee 




















Eyes LEFT Brother! 


A daze for a gaze Mister, when 
you hit that tree! Do YOU have 
insurance to pay for a demolished 
car? If NOT youare NOT FULLY 
COVERED! Call the Friendly 
Federated Man or write us today 
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To help you step up sales 

of Stanley Sliding Door Hardware, full-page advertisements like 
this point out to builders the ease of installation . . . drive home 
the fact that Interior Sliding Doors add to the valve of 

the homes they build. Consistent advertising in 

leading building papers builds demand 


for Stanley Hardware. Fe 
eee 





SOUTHERN HARDWARE for JULY, 1952 

















Frank Niemuth Mr. & Mrs. Charles B. Greer Bob Alexander 





Veteran Lake Poygan Guide African Big Game Hunters Merrymeeting Bay Guide 
Fremont, Wisconsin Houston, Texas Brunswick, Maine 


help y 


Through the pages of the nation’s leading farm and out- 
door magazines, well-known guides, hunters and sportsmen 





tell your customers how Peters packs the power for every kind 
of game. 

You can depend on a steady demand for Peters ammuni- 
tion. That's why it pays to stock the entire Peters power- 


packed line. 


PETERS packs Pe gy Ht 


COU PONT PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“Rustiess" and ‘High Velocity’’ are trademarks of Peters Cartridge Division, Remington Arms Company, inc. 
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Centrels Program Easing: 
Extension Probable ... . 


THE SECOND WALK-OUT by steel 
workers within a few weeks may 
bring a temporary halt to the re- 
laxation of controls on basic ma- 
terials. The pressure of demand for 
materials has lessened noticeably 
within the past few months with 
the result that NPA has been in 
creasingly generous in allotments 
and has revoked outright controls 
on a number of metals 

The recent allotment of ma 
terials for construction of a num 
ber of projects including retail 
stores is good evidence of the im- 
proved supply. However such ac- 
tivity will be restricted as the 
NPA acts to conserve steel during 
the strike 

Meanwhile, there is little likeli- 
hood that the Defense Production 
Act, due to expire June 30, will be 
allowed to die. It is probable that 
price controls will be extended 
though modified. Retailers will re- 
tain their historic markups, and 
OPS, in months ahead, may re- 
move from controls those products 
selling below ceiling prices. OPS 
Administrator, Ellis Arnall, con- 
tinues to fight for the price control 
program, and unless there is dras- 
tic action by Congress, retailers 
will have the controls program 
with them for the remainder of 
1952 anyway 

Meanwhile, the battle for new 
fair trade legislation has been a 
winning one in the early stages 
The McGuire Bill, H. R. 5767, was 
passed by the House of Represen 
tatives, 196 to 10. The Senate In- 
terstate and Foreign Commerce 
Committee was to begin hearings 
on the Bill on June 2. Chances of 
this Bill for Senate passage will be 
more apparent following the re 
port of the Senate committees 


o 


Materials Granted for 
Stere Construction . . 


CONTROLLED MATERIALS for the 
construction of 249 retail stores 


have been allotted by NPA. They 
comprise the largest group in the 
1,069 commercial, religious, enter- 
tainment and municipal projects 
for which controlled materials 
have been allotted 

Estimated cost of the various 
building projects will total $337 
million of which $144 million will 
go for construction of retail stores 

An additional 550 applications 
with an estimated dollar value of 
some $237 million now are under 
consideration 


* 


NPA Lifts Orders 
on Five Metals. . 


COMPLETE REVOCATION of five 
metal orders and substantial re 
laxation of another were an- 
nounced recently by NPA 

Orders revoked outright are 
M-48 (Bismuth); M-19 (Cadmium); 
M-38 (Use of Lead): M-76 (Dis- 
tribution of Lead); and M-39 (An- 
timony) 

Order M-9, into which all zinc 
controls were incorporated on 
March 7, 1952, was amended to re- 





move the allocation and use con- 
trols 

NPA Administrator Henry H 
Fowler said that supplies of the 
affected metals are now consid- 
ered sufficient to warrant abolition 
or modification of controls, and 
indications are that requirements 
generally can be met throughout 
the remainder of 1952 


€ 


Nickel-Steel Allotments 
for Consumer Durables 


THIRD QUARTER allotments of 
nickel-bearing stainless steel for 
use by manufacturers of consumer 
durable goods total 3,785,535 
pounds, the NPA has announced 

In addition a reserve of 214,465 
pounds will be made available in 
supplementary allotments where 
extreme and unusual hardship 
may be shown to have arisen from 
the limited size of the initia] allot- 
ment 

Ranging from 997,000 pounds 
for commercial cooking and kitch- 
en utensils to 35 pounds for electric 

(Continued on page 46) 


Regulation X Amended: 


Housing 


THE FEDERAL Reserve Board has 
amended Regulation X to permit 
lower down payments on homes 
The revision in Regulation X will 
permit more liberal credit terms 
for conventionally financed family 
housing built after August 3, 1950 

The lowered down payments ap 
ply in varying degrees from the 
lowest to the highest priced homes 
In the case of FHA and conven- 
tional loans on 1- to 4-family resi- 
dences, the down payment has 
been reduced from 10 to 5° on 
houses costing $7,000 or less. At 


the other end of the scale, the 


down payment has been reduced 
from 50°; to 40° for houses cost- 


Credit Loosened 


ing $25,000 or more. In the range 
of $7,000 to $25,000 the new down 
payment schedule represents a 
gradual curve rising from 10° to 
the 40° maximum 

The schedule of down payments 
for VA-guaranteed mortgages has 
been proportionately adjusted to 
maintain a preference for veterans 
as required by the Defense Pro- 
duction Act. No down payment is 
required on veterans housing cost- 
ing up to $7,000 

The down payment required for 
houses costing $25,000 or more 
financed with a VA mortgage is 
35° compared with the previous 
maximum of 45°% 


SOUTHERN HARDWARE for JULY, 1952 











“STURDY 
CONSTRUCTION 
ICC APPROVED 
STEEL 
CYLINDER 











Leading laboratories, insurance companies 
and fire marshals approve storaging of 
Bernz-O-Matic torches and fuel! 


|  / @/ 
_ SELL 
S Y u "USE 


/ 


TERRIFIC “SALES-CATCHING" COUNTER DISPLAY 
CARTON PLUS MANY OTHER MERCHANDISING AIDS! 






























Unusual and unprecedented demand 
by jobbers and dealers has necessi- 
tated expanding our production fa- 
cilities. If you have not yet received 
your shipment, please bear with us. 
We will reach you very soon. 











OTTO BERNZ CO.,, INC. rocuester 6, wy. 
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Retail Sales Edge Upward: 
Outlook Good for Last Half 


THOUGH THE SUSPENSION of credit 
controls has not resulted in any 
great surge of consume! buying 
retail sales nevertheless 
definite upward turn in April and 
May. While customers still shop 
with caution and complain of high 
prices, more dollars are being 
spent 

To bring out shoppers merchants 
have been forced into some hard 
merchandising. Cut prices and 
ales in both hard and soft lines 
have melted to some extent buyer 
resistance. And though the 
tinuing steel strike clouds the busi- 
ness picture, it is likely that retail 
sales will remain strong during the 
remainder of the year 

For one thing, the nation is in 
the midst of a boom in construc 


took a 


con- 


tion—likely to be given added 
strength by the amendment to 
Regulation X permitting lower 


homes in all 
sales of 


down payments on 
price ranges. Increased 
homes will mean a rise in sales for 
practically all consumer items, and 
will give a particular shot in the 
arm to the production and sale of 
appliances 

Meanwhile, business inventories 
are in better shape and prices have 
tended to stabilize. For the mo- 
ment, at least, inflation has been 
stopped cold with goods in virtual 
ly all available at re 
duced prices 

However, this will not mean an 
end of controls. Congress won't go 
so far as to allow the Defense Pro 
duction Act to die. Controls will be 
extended, though mild. In_ its 
version of an extension bill, a 
Senate committee, in fact, has re 
moved completely federal control 
over credit (Regulation W) and 
real estate (Regulation X) 

Despite lower prices in some in- 
stances farmer's cash farm income 
remains on a high plane Crop re- 


categories 


20 


ceipts for the first five months of 


the year are substantially above 
1951 
* 
Farm Cash Income 
Shows Increase . . 
FARMER’S CASH receipts from 


marketings in May are estimated 
at 2.2 billion dollars, five percent 
above April and slightly more than 
in May a year ago, according to the 
Department of Agriculture. Prices 
in May averaged slightly above 
April and 4 percent below May of 
last year. Marketings were larger 
than in the two previous months 

Total receipts for the first five 
months of 1952 were about 10.9 
billion dollars, slightly more than 
in the same period last year, al- 
though prices so far this vear have 
averaged 6 percent lower 

Crop receipts from January 
through May were about 3.5 billion 
dollars, substantially higher than 
a year ago. Receipts from nearly 
all the important crops were well 
above last year, especially wheat, 
cotton, and potatoes 


+ 


GE Reperts Improved 
Appliance Sales .... 


IMPROVED SALES of appliances 
have been reported by Clarence 
H. Linder, general manager of 


General Electric's major appliance 
division 

During May the company’s sales 
of major appliances were up about 
24 percent from April and were 
about 25 percent higher than in 
May of last vear 

Retail sales of the line as a 
whole, which had lagged badly 
during the early part of the year, 
picked up so that sales for the five 
months ended May 31 were only 
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about eight percent behind those 
for the same period of 1951 


° 


Slight Increase in 
Installment Debt 


CONSUMER CREDIT outstanding at 
the end of March was 19.6 billion 
dollars, up about one percent from 
a year ago. Installment credit out- 
standing over the past year has 
held relatively steady near the 
peak attained at the end of 1950, 
according to a report from the De- 
partment of Agriculture 


° 


Tebaccoe Prices Received 
Slightly Under 1951 ... 


AVERAGE PRICES FOR all grades of 
the 1951 crop of Maryland tobacco, 
being marketed in May, were 
lower than in the comparable 
period of last season. The general 
quality of offerings was improved, 
and this has tended to hold the 
over-all average price up to a level 
not greatly below that of last sea- 
son, according to the Department 
of Agriculture 

Auction sales through May 
totaled 9.9 million pounds and 
averaged 44.0 cents per pound com- 
pared with 8.8 million pounds at 
50.9 cents per pound in the com- 
parable period of 1951 

The 1951 crop is estimated at 
41.6 million pounds—about four 
percent above the 1950 harvest 
and the second largest ever pro- 
duced. The March 1 planting in- 
tentions indicated that Maryland 
growers would reduce their 1952 
acreage about 2 percent from the 
1951 figure 


” 


Small Increase in 
Farm Prices Received 


THe INDEX oF Prices Received by 
Farmers edged up one percent in 
mid-May primarily as a result of 
sharply increased prices for hogs 

(Continued on page 48) 
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site aeater America’s No. 1 Gym Sets 





























Mustrated is the “Flite-Master Super DeLuxe", the only complete play unit of its 
kind on the market. Flite-Master comes in many models with various combina- 
tions of play activities. Ask your wholesalers about Flite-Master, America's 


No. 1 Gym. 
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The Sandbox comes in two sizes 


and is constructed of selected woods, 
and has a bottom of ARMCO PAINTGRIP The longest, sturdiest and the only all welded 


steel. It is finished in bright yellow and steel slide on the market; features a slide bed 
green out-door enamel, with a vari- of ARMCO ZINCGRIP, framework and ladder of 


colored awning top. All bolts and screws heavy steel. Available in 3 sizes—8 ft., 10 ft., and 
ore zinc plated. 132 ft. lengths. 





Sold through Wholesalers Exclusively ¢* Write for Free Colorful Catalogue 





CONSOLIDATED METAL PRODUCTS COMPANY 


424 € PEARL STREET CINCINNATI 2, OHIO 
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B&D Appoints Proctor 
S. E. Sales Manager... 


THE 


Proctor as 


APPOINTMENT of A. Lee 
Southeastern district 
sales manager for The Black & 
Decker Mfg. Co., has been an 
nounced by J. F. Spaulding 
manager for the 


gen 
eral sales com 
pany 

Mr. Proctor joined Black & 
Decker in 1924 as a salesman. He 
has been Atlanta branch manager 
for the past 20 years. In his new 
capacity, he will supervise all sale 
service activities for the At 

Charlotte, Baltimore, Mem 
Miami branche if the 


and 
lanta 
phis and 
company 

Mr. Proctor 
district managers 
to more efficiently control sales and 
activities in the United 


was one of six new 


ales appointed 


ervice 


A. Lee Proctor 
States and Canada. He has been ac 
tive in the Rotary Club, Chambe 
of Commerce and Boosters Club 
and is a member of the Capital Cits 
Club of Atlanta 


° 


Schricker to Manage 
Seuth Bend Advertising 


THe SoutTH Bend Toy Mfg Co., 


South Bend, Ind., has announced 
the appointment of George W 
Schricker as advertising manager 

Mr. Schricker comes to the com- 
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George W. Schricker 


John Meck Industries 
Ind., where he was 
manager of that 

and television 


from 
Plymouth 
promotion 


pany 
Inc 
sale 
company's radio 
His experience 
retail selling in the 
field. Mr. Schrick 

position with South Bend Toy; 
ll be that of coor 


anda idverti 


ales also includes 
veral vears of 

ing good 
linating sale 
meet the in 
creased the ex 
panding 


Doyle and Lee 
Promoted by SSirco 


SOUTHERN STATES Iron Roofin 
Company, wholesale distributor of 
building materials and metal prod- 
the promo- 


ict has announced 


James P. Doyle 
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tions of James P. Doyle to general 
manager of operations and Carter 
Lee to warehouse superviso! 

Mr. Doyle, who was director of 
purchases, will Walter J 
Mahany, vice president of opera- 
tions, in the overall direction of the 
company’s operations division 
Starting with the company as in- 
ventory clerk in 1935, he was later 
made a buyer. He pul 
chasing agent in 1941 and director 
of purchases in 1945 

Mr. Lee has re-joined the com- 
pany after a tour of active duty 
with the Air Force. A veteran 


assist 


became 


Carter Lee 


World War II, he was manager of 
the company’s Savannah, Georgia 
branch when he was recalled to 
active duty in January 1951. He 
will supervise the operations of 
SSircos sixteen wholesale ware- 
houses located throughout the 
southeast. He with the 
company 


has been 
since 1940 


* 


American Mfg. Co. Changes 
Chieage Address ...... 


THE AMERICAN Manufacturing 
Co., Cordage Mill, Brooklyn, New 
York, and its Western Factory 
Division, St. Louis Cordage Mills, 
St. Louis, Mo., announce that they 
have moved their office and ware- 
house in Chicago to 427 West Erie 
Street 
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AT YOUR SOUTHERN SERVICE... 
TWO BRANCH WAREHOUSES 
IN THE SOUTH 


We recognized in 1940 the growing South by opening a 
branch warehouse in Atlanta, Georgia. Now we 
have added another service unit in Hollywood, Florida 
From each of these branches you can have same day or 
24-hour service on all sizes, shapes and kinds 
of metal mouldings, nosings, edgings. etc 
These warehouses have complete stocks of metal 
mouldings. They are in business to better serve the South. Phone 
wire or address your inquiry or order to 
Hollywood, Fla. — 2334-2336 Hollywood Bivd. 
Atlanta. Georgia — 363 W. Peachtree N. E. 
These branches can also expedite 
inquiries for industrial and commercial aluminum extrusions 


YOUNGSTOWN MANUFACTURING, INC. 
66-76 S. Prospect St. - Youngstown 6, Ohio 


ATLANTA, GEORGIA HOLLYWOOD, FLORIDA 
363 W. PEACHTREE N. E 2334-2336 HOLLYWOOD BLVD 
23 
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INDUSTRY NEWS 


LF&C Announces New 
Executive Promotions 


LANDERS, FRARY & CLARK, New 
Britain, Conn., announces the ele« 
tion of Richard L. White as chair 
man of the board of directors and 
of Bret C. Neece as president of 
the company, together with sev- 
eral other important promotions 
effective immediately 

Mr. White succeeds Arthur E 





White Neece 


Allen, who is retiring as chairman 
after serving since 1941. Albert S 
Bross will be the new vice presi- 
dent in charge of sales, succeeding 
Mr. Neece. 

Donald F. McManus, comptroller 
of the company, was elected the 
new treasurer, succeeding Mr: 
White, who has held the post of 
treasurer, as well as of president 
since the resignation of Francis L 
Dabney last November. 

Stockholders of the company on 
the same day elected William J 
Russell, vice president in charge 
of engineering of the company, as 
the only new director, replacing 
Henry T. Burr, who relinquished 
his place on the board. Former 
secretary of the company, Mr. Bur! 
retired several years ago afte 
many years of service with the 
company 


° 


Radiger-Lang Appoints 
Disimone to Sales Post . 


Henry J. RUDIGER, president of 
Rudiger-Lang Co., announces the 
appointment of John Disimone as 
eastern sales manager. Mr. Disi 
mone will be in charge of the op 
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eration of the Toccoa, Ga., branch 
of the firm, which manufactures 
Tension-tite all-aluminum screens 
for double-hung wood windows 


eo 


Cleveland Chain Names 
Owens Sales Manager . 


D. J. OWENS has been appointed 
sales manager for The Cleveland 
Chain & Mfg. Co., Cleveland, Ohio 
James W. Dickey, company vice- 
president, announces that Mr 
Owens has assumed direction of 
the company’s entire sales pro- 
gram 

Prior to joining Cleveland 
Chain, Mr. Owens was connected 
with the Automotive Accessories 
Division of the Firestone Tire & 
Rubber Co 


7 


Housewares Group Elects 
New Officers ......... 


JOSEPH A. KAPLAN, of the New 
York housewares firm bearing his 
name, was re-elected president of 
the National Housewares Manu- 
facturers Association at the recent 
annual meeting of the Board of 
Directors 

Stan L. Hanssen, president of 
Hanson Scale Co., Chicago, was re 
elected vice-president, and J. R 
Caldwell, president of Wooster 
Rubber Co., Wooster, Ohio, was re- 
elected treasurer 

A. W. Buddenberg was re- 
elected executive secretary 





Carrithers Reber 


(Centinued from page 22) 


Prior to the meeting, the mem- 
bership had re-elected the follow- 
ing directors: J. W. Alsdorf, presi- 
dent of Cory Corp., Chicago; E. M 
Grable, president of Aluminum 
Cooking Utensil Co.. New Ken- 
sington, Pa.; and George Fritz Jr., 
general sales manager, F. H. Law- 
son Co., Cincinnati, Ohio. 


° 


Three Hedell Executives 
Promoted to New Posts . 


THREE KEY management posi- 
tions in the Hodell Chain Co. divi- 
sion, The National Screw & Mfg 
Co., Cleveland, Ohio, have been 
filled by promotion of Hodell 
executives, as announced by H. P 
Ladds, president 

Charles A. Carrithers, Jr., who 
has been assistant to the division's 
president, has been appointed gen- 
eral manager in full charge of all 
operations, He has been with 
Hodell since the company became 
a division of National in 1948 

Maxwell S. Reber, purchasing 
agent for Hodell, becomes assistant 
general manager. He will continue 
to direct the division's purchasing 
activities, in which he has served 
Hodell for almost 30 years 

David J. Gemmell, special sales 
assistant to the president of the 
division for the past year, has been 
made director of sales. A_ sales 
executive in the field for more 
than 40 years, he has, since joining 
the Hodell division in 1951, been 
in charge of developing new busi- 


ness 





Gemmell 
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H' RE’s a display that will stop any customer who 
is thinking of fencing his property. It’s built 
around Cyclone “Red Tag” Lawn Fence and Gates 
and includes other items a homeowner needs to 
erect a good-looking, long-lasting fence. 

A display like this will allow customers to ex- 
amine for themselves all the features that make 
Cyclone Lawn Fence a favorite—the firm, uniform 
weave, the even pickets, the heavy, full-gauge wire, 
and the protective galvanized coating applied after 
weaving. 
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LAWN Fence 


They'll be reminded, too, of the tools and supplies 
they need for the job. Cyclone Lawn Fence and 
Gates, plus these related items, add up to nice sales 

The familiar Cyclone “Red Tag” label on the fence 
and gates on display will remind your customers that 
you are offering them merchandise of the highest 
quality. the Cyclone 
stood for top quality for over half a century 


Customers know name; it's 


You're in the peak season for lawn fence now. So 
don't delay; select a spot on your floor for this display 
today. And be sure your stocks of Cyclone Lawn 


Fence and Gates are adequate to handle the sales 

that will result. 

CYCLONE FENCE DEPT. AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 


WAUKEGAN, ILLINOIS SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U*S*S CYCLONE 
“Red Jaq 
HARDWARE PRODUCTS 





25 








HARDWARE 





INDUSTRY 


Ceughlin Joins Murray 
Ohie Sales Foree .... 


J. F. COUGHLIN of Chattanooga, 
Tenn., has joined the Murray Ohio 
sales force as assistant to F. A 
Jones, who covers the Southeast 
territory, selling Murray baby 
walkers. wheel goods and bicycles 


* 


SSirce Names Stradiman 
Columbia Branch Manger 


Ear W. STRADTMAN has been 
promoted to manager of Southern 
States Iron Roofing Company's 


branch in Columbia, S. C. He has 





Earl W. Stradtman 


been the firm’s sales representa 
tive in central South Carolina for 
the past three years 

Mr Stradtman _ started 
SSirco as a sales trainee in 


with 
1947 
was transferred to Columbia in 
February, 1948 as assistant branch 
manager, and was made sale 
representative in August, 1949 
The Columbia branch is one of 
16 SSirco wholesale 
located throughout the southeast 


warehouses 
ern states 


7 


Seuth Bend Tey Elects 
New Officers ...... 


THe Soutu Benp Toy Manufac- 
turing Co., South Bend, Indiana 
elected Robert W. Muessel as 
president and general 
and Louis R 


manager 
Chreist, Jr vice 
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Robert W. Muessel 


president and treasurer, at a regu- 
lar meeting of its board of direc- 
tors in April. The promotion of Mr 
Muessel to president is in recogni- 
tion of his 29 consecutive years 
with the company. He was former- 
ly vice president and sales man- 
ager, and has been a member of 
the board of directors for several 
years 

Mr. Chreist has been with the 
company for 19 consecutive years 
In 1949 he wa 
dent in charge of manufacturing 
1950 was elected to the 


board of directors 


made vice presi 


and in 


aa 


Camillus Appoints Carder 
Manufacturers’ Agent... 


CAMILLUS CUTLERY Co., Camil- 
lus, N. Y., announces the appoint 
ment of The John Carder, Jr. Co 
Box 808, 1624 North Ist St., Albu 
querque, N. M., as manufacturer's 


NEWS (Continued from page 24) 


representative to handle the sale 
of its household cutlery and Cam- 
co pocket knives, in the states of 
Utah, Colorado and New Mexico 
The Camillus pocket knife line 
will be sold as previously by the 
manufacturer's own direct sales- 
men to the franchise distributors 
now handling this merchandise 


. 


Stanley Electric Teols 
Holds Sales Conference 


THE ANNUAL Stanley Electric 
Tools sales conference was held 
May 5-9 with 30 salesmen from 
the company’s territories in the 
United States and sales represen- 
tatives from Canada attending the 
five-day conference 

Frederick O. Fuller, sales man- 
ager, and Elmer W. Ellsworth, as- 
sistant sales manager, presided 

The opening included 
addresses by the following of- 
ficials of The Stanley Works: John 
C. Cairns, president; Richard E 
Pritchard, chairman of the board; 
Rodman W. Chamberlain, vice 
president in charge of sales; and 


session 


Stephen H. Cross, vice president 
and general manager of Electric 


Tools. Other executives who spoke 
during the sessions were Percival 
C. Platt, service manager; Edward 
E. Ogren, assistant secretary and 
credit Harold C. Peck, 
plant James H 
Godfrey, Gerald 


manager 
superintendent 
chief engineer; 


M. Fletcher, advertising manager 
and Fred J 
sales manager 

(Continued on page 58) 
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After a quarter of a century 


““..we are more convinced than ever that quality 
products like Pee Gee Paints and Varnishes have 
been responsible for our success.” 


THE ANDERSON McGRIFF CO., ATLANTA, GEORGIA 


A. R. Anderson 
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In 1927_. new store, a new business. Mr. Anderson says, ‘‘We concluded 
that only by offering our customers the best in merchandise 
could we survive and prosper.” 

They’ ve done that! They have built a prosperous, sound business 
around continuously satisfied customers. 

Isn’t that the best road to success? We think so, and we invite 
you to look into the Pee Gee Dealership now. Pee Gee products 
have been the basis of success for hundreds of dealers throughout 
the South for a long, long time. Write for details. 


PAINT & VARNISH COMPANY 
= 223 N. 15th Street, Lovisville, Kentucky 


Serving the South Since 1867 
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FROM handles to wheel, Buch Bar- 
rows incorporate superior construc- 
tion. For example: Longer handles 
(61) provide easier ‘‘lift’’, prevent 
user from kicking plank rest. Made 
of carefully selected hardwood, they 
are shaped to fit the hand and de- 
signed for perfect balance. The Buch 
wheel is grommeted and riveted— 
not bolted—to insure extra strength 
Tires are the best money can buy 

top grade, nationally known 
and advertised... guaranteed 
In addition, we firmly and ir 

revocably believe in the sale of our 
products through wholesalers only. 
You can depend on Buch to main- 
100% Wholesale Sales 
Policy because we base our success 
on the success of our wholesalers 

The Quality of a Buch Barrow 
Is Always Higher than Its Price 


tain its 


«vt LOAD 





BUCH MANUFACTURING CO. 


ELIZABETHTOWN, PENNSYLVANIA 
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WHOLESALER NEWS 





Spicola Names Bua 
General Sales Manager 


JosepH A. Bua has been ap- 
pointed general sales manager of 
Spicola Hardware Co.. Tampa 
Florida, according to Charles Spi- 
cola, executive vice president 

Mr. Bua first joined Spicola at 
the age of 17, as a clerk. At the 
age of 19 he was given a job as an 
outside salesman, calling on the 
firm’s local trade. In 1936 he was 
assigned to the central Florida ter- 
ritory, where he served until May 





Joseph A. Bua 


1951, when he was transferred to 
the Pinellas County territory ex- 
clusively. To date, he has com- 
pleted 21 years of service with the 
organization 


- 
Changes Among Officials 
of Burhman-Pharr ... . 


AT THE 
directors 


ANNUAL meeting of the 
and stockholders of the 
Buhrman-Pharr Hardware Com- 
pany, Texarkana, Arkansas, T. A 
Clark, Jr president 
and general manager. For some 
months previously he had had the 
title of of the 
company 

Other changes among the of 
ficials of the company included the 


following: W. T. Murphy, J: 


was elected 


general manager 


was 





elected first vice-president; L. L 
Beall, second vice-president; and 
Carl R. Davis, secretary and 
treasurer. These officers are also 
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T. A. Clark, Jr. 


members of the board of directors, 
along with President Clark, Mrs 
Olivia Moore and two new mem- 


bers of the board—Mrs. Thelma 
Pharr Cox and J. A. Whyte 
Tom Churchill has been pro- 


moted to the position of general 
sales manager of the company and 
is also in charge of purchasing. Ted 
Milkey has been appointed as- 
sistant sales manager and John 
Beckham has been promoted to 
manager of the retail department 

Mr. Clark, new president of the 
company, has been connected with 


Buhrman-Pharr since 1941, at 
which time he started in as a 
stock clerk in the retail depart- 


ment. After a later period of four 
years of military service, he re- 
turned to the company and in 1949 
was appointed assistant to the 
president, in 1950 was made man- 
ager of the retail department, and 
in November 1951 became general 
manager 


. 


Ireland Heirs Retain 
Centro! of Odell Hardware 


A LENGTHY LEGAL battle for con- 
trol of Odell Hardware Co., 
Greensboro, N. C., was terminated 
by a decision rendered June 4 by 
Federal Judge C. C. Wyche, of 
Spartanburg, S. C. Under this de- 
cision a settlement is effected be 
tween the heirs of the late C. H 
Ireland and E. D. Broadhurst 
57) 


(Continued on page 
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You can put your confidence in- 


we GS in 


SEINE CORDS 
TROT LINES 
STAGING 
VENETIAN BLIND CORD 
" SASH CORDS 
CLOTHES LINES 
From Quality Twines and Cordages == <uorwes ums 
BUTCHER'S TWINES 
2 2 * 4 FISHING LINES 
is ing ine \ Ge NYLON CASTING LINES 
| =Saw STARTER ROPE 
az “ef JUMP ROPE 
“a MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 
KITE CORDS 
PARCEL POST TWINES 
POLISHED INDIA TWIMES 
PLASTIC CLOTHES LIMES 





Sash Cord 


®) 


THE COMPLETE 
HARDWARE LINE 


A complete one source of supply 
on guaranteed top quality items as 
als ; . listed above from one of the old- 


| _ 


ORDERS OF $50.00 OR MORE, FREIGHT | 
PREPAID. Orders of less than $20.00 f.0.b. | the business. Samples, color cards and price 





est and largest manufacturers in 


Mill, Lawndale, N. C. or Marietta, Minn. Orders lists on any and all items sent on request 
of $20.00 to $50.00, freight allowed to $1.00 
per cwt. Freight prepaid does not include ex- 
tra charges incurred outside carriers regular 


zone of delivery | When you display the LG tine- 


PE IR one et it Sells! 
Cleveland Mills Company LAWNDALE, NORTH CAROLINA 


ESTABLISHED iw 1675 
Marietta, Minnesota 
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SELL THE FENCE THAT 
HELPS YOU SELL! 





W. C. Berry, manager 
of the Fairmeadows 
Farm, Jonesboro, Geor- 
gia, seen with Dixistee! 
Fence which will enclose 
a new pasture. The 400- 
acre farm is owned by 


H. J. Schneider. 


“YOU CAN’T BEAT 
DIXISTEEL FENCE” 


Here’s a man who knows what he is talking about. because 
he has put up plenty of Dixisteet Fence and Barbed Wire 
on the beautiful Fairmeadows Farm, breeders of registered 
Aberdeen-Angus cattle. 

As a dealer, you naturally want to sell fence that will 
bring you repeat business. 

Dixnisteer is that kind of fence. Its superior features 
soon convince your customers that here is a fenee that’s 
made right for easy stretching and heavily galvanized for 
long life. 

DixisteeL Barbed Wire and Dixistee Staples will help 
you meet the complete fencing needs of your customers. 


ee) (5), EE 


Fence © Barbed Wire Staples * Nails 











ATLANTIC STEEL COMPANY + ATLANTA, GEORGIA 


SOUTHERN HARDWARE for JULY, 1952 












7, 
gt? . 
CUCU 


HARDWARE 





JULY 
1952 





Among the self-service display 
fixtures in this modern house- 
wares department, the Gadget 
Bar is a heavy traffic hub and 
features related items that en 
courage customers to add to 
their purchases. A spacious wall 
section is used to display can- 
nister sets, bread boxes, waste- 
paper baskets, etc. The entire 
housewares department occu- 
pies 40 percent of the store's 
floor space, and a substantial 
inventory is maintained in the 
store’s stockroom 





Service Comes First! 


By Grier Lewry 


Gua COMES first in the house- 
t\/ wares department of the 
Broadway Supply, hardware deal- 
ers in Kansas City, Missouri 

Service at this suburban 
means: (1) maintaining a 
one-stop inventory which covers 
every household need; (2) self- 
service display fixtures which al- 
low shoppers to make purchases 
with a minimum of time and ef- 
fort; (3) keeping the stock up-to- 
the-minute with practical new 
products, and (4) a large variety 
of parts required in repairing 
various household items 

A bustling traffic hub 
housewares section occupies 
percent of the floor space. It 
made up of a series of 4x6x8 island 
displays and incorporates alumi- 


store 
wide, 


the 
40 


is 
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in this housewares department 


num goods, rubber goods, and a 
gadget bar 


In addition, there is a 35-foot ex- 


panse of illuminated shelving used 
to display cooking utensils and 
other kitchen ware, plus a 200- 
square foot area reserved fo: 


kitchen stools, tables, chairs, etc. A 
spacious wall is used to 
boxes, wastepaper baskets 

Because the average housewife 
makes her final decision in buying 
housewares on the basis of both 
vision and “feel,” General Man 
ager Roger Danaher and his sales 
personnel give a lot of planned ef 


section 
etc 





fort to arranging displays in thi 
department 

A good example of the wise 
planning that goes into thei: 
housewares displays is the space 


conserving 4x12 foot, floor-to-ceil 
ing fixture on which brooms, mops 





mop heads, window squeeges, and Eff , fixt 

atid iaaie * ea icient, space-saving fixtures. 
dusters are shown. These article such as the broom and mop dis- 
are secured to the display by 10 play. help to streamline selling 
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of enhancing the appearance of her 
kitchen.’ 

The effect on sales of this policy 
of putting merchandise out so 
shoppers may see it is indicated by 
the firm's experience with meat 
grinders. For some time, the grind- 
ers were arranged on shelves at 
the side of the department. As an 
experiment, however, the store 
manager decided to set up a dis- 
play of four types of grinders 
priced from $3.95 to $5.95, on the 
“Gadget Bar,” an island display 

Attached to the 30-inch bracket 
the grinders are so displayed that 
customers can inspect them easily 
and observe how little room they 
take up, and even spin the handles 
to note how smoothly they operate 
The result of moving the grinders 
from shelves to this fixture was a 
100 percent sales increase 

Essence of Broadway Supply's 





R 4 The large stock of parts required in repairing housewares items builds 
| buyer-confidence and helps attract new housewares customers theory of service lies in stocking 
; virtually all of the parts required 
to repair a wide range of household 
items. The policy attracts traffic 
helps the firm maintain close con- 
tact with regular customers, and 
wins the confidence of new cus- 
tomers 

A working stock of parts for 
various housewares coffeemak- 





ers, pressure cookers, etc.—on dis- 
play in the retail department is 
(Continued on page 52) 


Left. General Manager Danaher 
is shown checking store's parts 
inventory. The flat draw con- 
tains 20 different sizes of rub- 
ber gaskets for glass coffee- 
makers. Below, traffic-building 
merchandise, attractively dis- 
played, helps create prospects 
for other departments 





inch hooks placed over 30-inch 
crossbars 

Sales of small housewares 
cake breakers, ice cream dippers, 
etc.—soared 200 percent after this 
merchandise was coordinated into 
a single island-type display 

“Where the customer shopping 
for a can opener as a shower gift 
formerly left with only the open- 
er,’ Danaher points out, “she now 
is encouraged to buy other related 
items which are now displayed to- 
gether 

“Devoting a large self-selection 
display fixture to rubber goods 
was also a good investment, 
Danaher added. “The lady of the 
house today is keenly interested 
in all sorts of chore-easing articles 
which have the added advantage 
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For year-round profits - - 


Toy Promotion Every Month 





‘BR OYS ARE MORE than a one-sez- tery ng youngsters who have a ae 

l son line for Matthew Hard lowances Ol jobs Such after | MATTHEWS HARDWARE C0. INC. 
ware Co., Inc., Pine Bluff, Arkan Christmas sales add $8,000 to the — penerohess 
sas. Toy promotion EVERY month store's toy volume ‘pes 

is their formula for greater profits Matthews’ toy department occu | : 

As a result, annual sales in this pies almost the entire balcony of 
department average $12,000 his modern store. This section was 

Toys move well every month et aside for toys when the store | - 

in the year for us,” said William was modernized about five year 

Matthews, president of the firm ago, although the line had been 
who pointed out that there are handled for many year Here F 
ample opportunities for sales after they may be displaved extensively 
the Christmas season is over. Such’ without interferring with general 
events as Easter and vacation hardware displays att Paya ravee 
time stimulate sales. Birthdays and At Christmas time, an extra ‘ 
the arrival of new babies mean _§ salesperson is employed to remain t 
added sales. And an important on the balcony to serve toy cus ae ON ee a 
source of toy business is those en- tomers, while during the balance 1 4-4 

MATTHEWS HARDWARE CO., IW 
+e 6 how Peon 175 
ne re ee BIT vou 









PXCHANCES ™O REFUNDS 





William Matthews, top, points 
to the type of toy which chil- 
dren buy on his lay-away plan. 
Lay-away ticket, above, pro- 
vides simple record of purchase 
and payments. Left: a special 
table is devoted to displays of 
“sick room” toys and gifts 
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Toys displayed on the table above range in price from $1.00 to $2.50. 
Sales of toys, excluding Christmas purchases, account for $8,000 yearly 


of the year a salesperson in the 
downstall gift department han 
iles these sales 

The display window adjoining 


the entrance contains a sign which 


offers a year-round invitation to 
toy customers: Visit Our Toyland 
And unles ome special toy pro 
motion is being staged, when a 
more extensive display 1 ar 


least one or two toys 


are prominently 


ranged, at 
shown 
balcony 


Because of the spacious 


arrangement velocipede and 
wagons move well all year, and a 
large stock is arranged out in the 
open, to facilitate selection 
Matthews specializes in sturdy 
items, rather than those which 


might become shopworn or broken 
dolls. Trains move well 
continuously, and at Christmas 
time many parents give their 
children the starter sets, with ex 
tensions on birthdays and other 
To handle the volume in 


such as 


occasions 


this item, the store stocks repair 
parts and offers repair service, 
though no repair service is given 


on other toys 

In July and August, Matthews 
attends toy fairs and does the bulk 
buying for the toy department 
Delivery is made in September 
and stocks are put on display for 
early Christmas buying. At this 
time, approximately $4,000 is in- 
vested in inventory, and after the 
Christmas season the inventory 
averages approximately $500 
Salesmen call weekly, and fill-in 
buying is continuously done 

No item in the toy department 


sells for less than $1.00. During 
the Christmas season, most items 
range from $1.00 to $2.50, with 


emphasis placed on items that are 
suitable for the summer 
when children play outdoors 


season 


and 
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for “sickroom =§ gift 

Sickroon gift account fo i 
arge portion of the t volume 
Matthew carrie al extensive 
tock of book and puzzle the 
ickroom favorite, and gift-giving 
to sick playmate trongly pro 
moted 

From Spring until the Christma 
eason begin, bow and arrow 
sell well. A large display is shown 
and the customer is offered litera 
ture on orchery, which stimulates 
interest in good bows and arrows 
for adults, as well as for children 

Although Matthew has been 


selling toys for almost 47 vears, he 
does not let the public forget his 
toy department 
Every day he uses 
a classified adver- 
tisement in the 


local newspaper 
Although it is not 
devoted exclu- 
sively to toys it 
does always con- 
tain one sugges 
tion that focuses 


on toys—“Remem- 
ber Matthews Toy 
Department o 
pen all the time 
Saturday is 
kids’ day in the 
toy department 
Sometimes the 


* 
This display win- 
dow, adjacent to 


the store entrance, 
has proved to be an 
effective means of 
calling attention to 
the store's toy de- 
partment 
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balcony swarms with them. They 
come with their own money to 
spend, and when they do not have 
the full amount for the toy they 
wish, they are permitted to put 
their selection in lay-away, with 


a small down-payment 

Although the rule here for lay 
aways is forfeiture if 15 days 
elapse without 
lay-away, the rule is 
children, and the time is extended 
to 60 days. The young customer is 
and 


payment on the 
set aside for 


given his own lay-away card 
his own bin initial 
A large section of the toy de- 


under hi 


partment is set aside for such lay- 
away transaction Bins large 
enough to accommodate any toy 
including a velocipede, are ar- 
ranged in a long bank. Each bin 
is marked with a letter of the 
alphabet, and each child's initial 


determines his bin 


Sometimes we have thousands 


of dollars worth of lay-aways in 
the bins Matthews said And 
our simple system of filing keeps 
every tagged lay-away at finger 
tips.’ 

The lay-away plat for children 


has developed many a profitable 
charge account in later year he 
pointed out. “We've used this sys 
tem so long that we now charge 
adult merchandise to customers 
who were cur kid lay-away cus- 
tomers years ago 

“Parents also like our plan of 

(Continued on page 56) 





1952 








What you should know about 


Plastic Screen Cloth 





‘INCE NO ONE type of screening is 
, Jsuperior in every physical 


aspect to all others, the retail 
salesman, if he is to sell intelli 
gently and keep his customers 


satisfied, must have an intimate 


knowledge of all screening ma 


terials. In no other way can he 
confidently recommend that type 
of screening which will be most 
satisfactory under specific condi 
tions 

The development of plastx 
screening broadens the choices 
available. Like other types of 
screening, the plastic product has 


its own advantages under certain 
climatic conditions. Its availability 
then, further helps the retail sales 
man to pin-point the screening ma 
terial best suited to a customer's 


requirements and use 


Plastic screening is a highly 
durable product with tensile and 
impact strength equal to that of 


Because it will 
its use 1s 


screening 
rust nor corrode 


metal 
neither 


To encourage customer 
plastic 
screening, displays 
should be easily acces- 
sible and in a promi- 
nent location 


inspection of 


advantageous in coastal 
the plastic prod 
directly ex 


especially 
However 
uct will melt 
posed to high temperatures 
difficult t 
metal 


areas 
wher 
and |! 
somewhat more nstal 
tautly thar 


Particularly 


creening 


significant, plastx 


screening has a definite price ap 


peal. The cost of this material | 
somewhat more than the relative 
low price of galvanized screening 
but less than the higher price of 
aluminum or bronze screening 


Despite this advantage in price 
of the 


screen 


some customers, because 
non-rigid nature of plasti 
ing, will be skeptical of its strength 
and durability. Such skepticism is 
not justified by the Never 
theless, the retail salesman must 
be prepared to answer such ques 
Is it really strong”? will it 
it burn? Will 


facts 


tions as 
tear? Will 
and stain’ 

The real job of selling, then, lies 
first in using facts and demonstra- 
customer of 


it corrode 


tions to convince the 
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Dramatized demonstrations such 

as this can be used to impress 

customers with strength, flex- 
ibility of plastic screening 


the durability and wearing quali- 
ties of the product 

Plastic screening materials com 
monly available today are viny- 
lidene chlorides. Though marketed 
various trade names, their 
physical and chemical properties 
about the same. Because of 
chemical inertness, such materials 
will not rot, rust, corrode, mildew 
or support the growth of fungi 

Plastic screening is available in 


under 


standard widths of 24”, 26”, 28”, 
32”, 36”, 42” and 48”. with odd- 


sized widths usually being avail- 
able on special order. According 
to reports from manufacturers, the 
greatest demand is for 18x14 mesh 
(Continued on page 54) 
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A large inventory. 
partially main- 
tained in the base- 
ment of the store. 
left. is a major part 
of Bailey's plan for 
a successful fencing 
volume. Rolls of 
fencing are cut to 
any length and are 
expertly installed to 
fit the customer's 
needs 


—By— 
Ss. N. Williams 


Year-Around Profits on 


YeorcGe F. BAILEY, owner of 

J Parker-Sledge Hardware Com 
pany, Montgomery, Alabama, ha 
the answer for a large, year-'round 
fencing volume: adequate inven 
tory, installation service by capa 
ble men, and year-'round 
tion 

Fencing accounts for 
monthly sales of approximately 
$1,000 for the store, and these sale 
are not limited to any one season 
During the Spring and Summe: 
months, when home-owners give 
special attention to their yards and 
gardens, fencing 
rise above their normal average 
but the store receives numerou 
calls for its wide variety of wire 
fencing during the Fall and Win 
ter months also. For, in addition to 
home-owners, farmers 
year-round need for 
depend on the 
stocks to meet their needs 


promo 


alone 


sales naturally 


have a 
fencing and 


stores adequate 


Thus, inventory is a major part 
of Bailey's plan for a successful 
fencing volume, and it is amply 
maintained the year-'round. Prac 


tically the entire basement of the 
filled with rolls of the 
many widths and meshes handled 
In addition, a large stock is main 
tained in the store's warehouse for 
large orders. The rolls will be cut 
to any length the customer desires 
In its entirety, Bailey's inventory 
of fencing averages approximate- 


store is 
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Wie Fencine 


ly $2,000; and it is closely watched 
for reordering 
Service also is an important fac- 


tor in selling fencing, Bailey 
pointed out. A good, tightly-drawn 
fence. steadied by strong metal 
posts, appeals to the home-owne! 
as well as to the farmer. For this 
reason, he offers immediate and 


dependable installation service to 
all fencing customers, regardless 
of the space they want fenced 
Since this installation work would 
not justify hiring a full-time em- 
ployee, Bailey depends on the help 


of a reliable outside serviceman 


This man, with the help of two of 
the store’s colored employees, han- 





Immediate and dependable installation and delivery service is an im- 





portant factor in promoting wire fencing to home-owners and farmers 


SOUTHERN HARDWARE for JULY, 


1952 














With sales averaging approximately $1,000 
per month, Parker-Sledge Hardware Co. is 
preving that wire fencing can be a high- 


ly profitable, year-‘round volume line 








dles all installations and sees that 
the customer receives a first-class 
fencing job 

This outside serviceman, who is 
ready to accept the store’s fencing 
work at a moment's notice, handles 
the entire installation job and bills 
the store direct for his services. In 
turn, the store passes a bill along 
to the customer for both the cost 
of the materials and the installa- 
tion work 

This charge is made known to 
the customer before the work is 
ever performed, however, since 
most customers who are interested 
in purchasing fencing and having 
it installed will visit the store and 
ask for an estimate. The store im- 
mediately sends one of its em- 
ployees to the customer's home, on 
such request, and submits the 
estimate to him 

Promotion also is important in 
building a substantial and steady 
fencing volume, Bailey said. He 
pushes his fencing line the year- 
round. In addition to periodic 


newspaper advertisements, he pro 
motes the line with sidewalk dis 
plays. Located in the center of the 
downtown shopping area, Parker 
Sledge Hardware Co. attracts 
many shoppers with this type dis 
play. On the side- 
walk near the 
street curb, Bailey 
places rolls and 
short, knee - high 
types—as well as 
a few samples of 
small picket fenc 
ing manufactured 
by a local firm 

As a successful 
tie-in for wire 
fencing, Bailey 
promotes his large 
selection of gar 
den tools and 
lawn mowers in 
the early Spring 
and Summer 
months; and often 
a sale in one line 

























(See page 57) 
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An efficient, full-time repair- 
man services mowers, a profit- 
able tie-in for fencing 


During Spring and Summer 
months Bailey vigorously pro- 
motes his large selection of 
garden tools and lawn mowers. 
In addition to occupying a full 
display window, this merchan- 
dise also shares the sidewalk 
display with the samples of 
wire fencing 


Promotion makes fencing «4 
year-around proposition for 
Bailey. Newspaper advertise- 
ments and sidewalk displays 
are his most successful media. 
Samples of the various sizes 
and meshes of fencing handled 
attract pedestrians and invite 
inquiries 
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A UNIQUE BUDGET department 
designed to develop flexible 
credit plans to meet the financial 
circumstances of local farmers, has 
created an appliance volume that 
now amounts to between 25 and 30 
percent of the total annual gross 
volume at K & G Hardware Co 
Waco, Texas 

So consistently has the depart 
ment expanded appliance 
that the store was completely re 
modeled last October to provide a 
larger appliance department, com 
plete from space heaters to home 
freezers 


sales 


Four years ago Edwin Gummelt 
Jr., head of the store, realized that 
most of the “golden future” in ap 
pliance merchandising lay in sell 
ing to ranchers, stockmen, and 
farmers, away from the intense 
competition of the city. A close in 
spection of the market revealed 
that the major drawback to success 
in selling appliances to the farm 
market were, first, finance terms 
which fitted the farmer's income 
and, second, service responsibility 


Therefore, Gummelt developed 
both a budget planning system 
which makes possible sales to 


farmers in any financial classifica 
tion, and second, a repair depart 
ment, guaranteeing to service at 
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Seated at his desk in the rustic. knotty pine office, Edwin Gummelt, 
Jr. works out a time-payment plan for a customer's convenience 


speed limit” any appliance instal- 
lation anywhere in the territory 
The budget department 
handsome, rustic, knotty pine of- 
fice, in the center of the store. Cus- 
tomers are brought here to work 
out time-payment plans which fit 
their particular needs. For ex- 
ample, the one-crop farmer who 
receives all of his income at a par- 
ticular time of the 
year is offered a 
plan which §in- 
volves an ap- 
proved down-pay- 
ment and one 
large payment 
when the income 
arrives. Similarly, 
the stockman who 
receives his _ in- 


is a 


The larger and more 
complete appliance 
department, created 
to keep pace with 
increased sales, fea- 
tures a wide selec- 
tion of all appli- 
ances 
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come 50 percent in the spring and 
50 percent in the winter likewise 
can arrange to split payments, to 
match those dates. 

“The idea is really simple,” 
Gummelt said. “What we do is to 
get a clear understanding of the 
means by which the farmer can 
pay for a new refrigerator, home 
freezer, etc.. with the least amount 
of strain. Having once determined 
this, we merely set up the time 
payment plans in that way 

“We carry all of our own paper 
which means, of course, that we 
are not forced into any type of 
time-payment pattern, other than 
that which we have designed for 
the customer. As a result, we are 
consistently selling farm prospects 
who might otherwise have waited 
over long periods until sufficient 
money had accumulated to pay 
cash.” 

Credit terms are arranged in the 
private office. There is little de- 
lay, other than the usual credit in- 
vestigation, and all contracts are 
written up in a clear, easily under 


(Continued on page 57) 
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Reproduced at right is a por- 
tion of one of the direct mail 
advertisements which have 
been unusually successful in 
building sales for this gift de- 
partment. The leaflets are pro- 
fusely illustrated, but the copy 
is held to a minimum. A gen- 
erous amount of white space is 
allowed to give the material a 
clean, neat appearance 


By Stuart Covington 


They put SALES APPEAL in 





this 


DIRECT MAIL PROGRAM 


A UNIQUE MAIL promotional 
program, carefully planned 
and scheduled, has been largely 


responsible for transforming what 
might have been an “ordinary” 
gift department into an outstand- 
ing success for the Warren County 
Hardware Co., Bowling Green, 
Kentucky 

Operated under the manage- 
ment of Miss M. Sloss, the depart- 
ment is known as the Pennyroyal 
Shop, deriving its name from that 
of a local plant which has popu- 
larized the Bowling Green section 
as the “pennyroyal belt.” 

Mail literature used to introduce 
and promote this department is 
imprinted with the names of both 
the Pennyroyal Shop and the 
hardware company 

“Each year we send out a large 
number of specially prepared bro- 
chures to a hand-picked mailing 
list of residents from local and 
surrounding communities,” Miss 
Sloss said. “These brochures are 
designed and prepared by a local 
artist for individuality. Thus, we 
feel that our direct mail promotion 
is more personal and more in- 
dividual than the usual variety.” 

As a second phase of her direct 


mail promotion campaign, Miss 
Sloss pens a personal letter to each 
bride-to-be in the Bowling Green 
area as soon as the engagement is 
announced. Also, she contacts 
newly-weds, including newly-ar- 
rived couples, and offers to help 
with the furnishing of their new 
home or apartment. In her letters 
to brides-to-be, she extends a 
cordial invitation to come in and 
inspect the gift selections. These 
can be given by family and friends, 
or set aside for the couples to pur 
chase later themselves. These let- 
ters have been successful in at- 
tracting members of the “younger 
set” as well as older members of 
the brides’ families, to the store 


Mailing Pieces 


In the preparation of the store's 
various mailing pieces, Miss Sloss 
strives for distinctiveness and 
originality, as well as eye appeal 
and selling potentialities. For ex 
ample, the material is created in 
edd sizes with unusual type faces 
and layouts, and frequently is 
printed on _ out-of-the-ordinary 
paper stocks, tinted or color paper 
etc. An artistic drawing of the 
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pennyroyal plant prominently 
adorns all of the circulars 

Most of the mailing material is 
of the multi-fold type. A brief 
block of copy inside the first fold 
usually introduces the merchan- 
dise presented inside the folder 
The leaflets are profusely illus- 
trated. Only a few items are de- 
scribed in each brochure, and copy 
assigned to each item is kept brief 
and in large and clear type face 
A generous amount of white space 
is retained to give the material a 
neat, easy-to-read appear- 
ance. These folders always are 
printed, never multigraphed or 
mimeographed, in order to achieve 
the most attractive and appealing 
presentation possible 

The direct mail program is re- 
served for no specific items in the 
gift department. Advertised in the 
same circular may be a picture- 
priced at 75 cents and a 
turtleback chair selling for $49.00 
In some instances, only illustra- 
tions and brief accounts of mer- 
chandise are given, with no price 
included 

As a means of capitalizing even 
further on its pretentious mail 
program Warren 


clean, 


plate 


olicitation 
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County Hardware Co. maintains a 
careful registry not only of 
brides’ china patterns purchased 
at the Pennyroyal Shop, but also 
of other customers’ patterns, when 
they are purchasing these piece 
meal 

A merchandising feature which 
has tied in well with the direct 
mail pieces are the Friday Clear 
ances which Miss Sloss 
used effectively during a 
part of each year 

This was begun because we do 


reports are 
large 


not have a ‘reduced-for-clearance’ 
table the year-round he ex- 
plained Instead, we bring out 
discontinued odds-and-ends or oth- 
er marked-down goods on Fridays 
only. We sometimes run a small ad 
in Thursday afternoon's news 
paper, mentioning the items we 
will have for sale the following 
day. Our customers have become 
familiar with this policy, and it 
helps keep our stock clean the 
year-round, instead of our having 


Miss M. Sloss, who manages the 

department, shows a customer 

@ pattern in china. The gift de- 

partment carefully maintains a 

registry of patterns chosen by 
brides 


to depend primarily on after-in 


ventory clearances or other such 
devices 

Every effort is made to climax a 
mail promotional campaign with 
a heavy volume of allied sales 


Displays created to “clinch” sale 


Mailing pieces such as that 
shown at left, are printed 

never multigraphed or mimeo- 
graphed. Only few items are 
described in each brochure. 
Sometimes, no prices are given 


for which the folders have built 
the groundwork and to tempt 
shoppers who were lured by these 
circulars to purchase additional 
items have enabled the store's ex- 
tensive mailings to produce extra 
dividends. A key point in the 
framewerk of these related sales 
has been the selection of unusual 
and appealing specialty items, 
called “conversation pieces,’ 
which are promoted in the folders 
and by carefully prepared point- 
of-sale displays 

“Business on staple gifts is easy 
to develop, Miss Sloss said, 
“since customers will come for 
these items as a matter of con- 
venience. But the unusual makes 
them talk about the shop to their 
friends and to come in for curiosity 
even when they do not want to 
buy anything.” This extra store 
traffic, she pointed out, can be- 
come very valuable, if properly 
handled 

‘Also she continued I em- 
ploy a lot of color in my displays 
for I consider it one of the prime 
page 44) 
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This unusual display creates 
the kind of atmosphere that at- 
tracts fishing tackle customers. 
From the fisherman's net are 
hung glass and plastic floats, a 
fisherman's lantern, mounted 
shark jaws in a variety of 
sizes and several other items 


By B. Miller 


Onusual displays help dealer in 





BUILDING TACKLE SALES 


GC ET THE atmosphere of fishing 
’ into your displays to attract 
and whet the zeal of customers, 
and a marked increase in sales of 
fishing tackle wil] result. That has 
been the experience of Bennett A 
Rock, owner of Rock's Hardware 
Bailey's Crossroads, Virginia 

Though Rock's Hardware carries 
the standard lines of the average 
hardware store, it is the fishing 
tackle department that compels 
prime interest, though it occupies 
less space than any other depart- 
ment 

A salt water fisherman himself 
Rock draped a fisherman's net 
along the wall. Here he hung glass 
and plastic floats for nets, a fisher- 
man’s lantern, mounted shark 
jaws in a variety of sizes, shark 
fins, and shark tails. He included 
several horseshoe crabshells and 
bits of sea weed here and there 
So compelling is the display that 
fishing enthusiasts have come 
from far and near to see it 

Displayed also are a large num- 
ber of photographs showing fisher- 
men at sea, and on land with 
their catches 

According to Rock, similar dis- 
play materials are available 
through fishing enthusiasts, who 
can be reached by inquiring at 
fishing clubs and anglers’ societies 


Most fishing hob- 
byists will gladly 
lend their pictures 
and mountings for 
public display 
provided they are 
assured of their 
return 

“It is our dis 
play which first 
catches the cus 
tomer’s eye, 
Rock said. “And 
once customers 
begin asking 
about the dis- 
plays, and you 
give them infor- 
mation on where to catch, how to 
get a boat, the kind of equipment 
they need, what bait to use, etc 
it is then that volume starts to 
climb.” 

Rock's Hardware doubled its 
sales of fishing tackle between 
1947 and 1949, and since then has 
shown a steady yearly gain of 25 
percent. Neighbors now rely upon 
the store for fishing information 
and fishing supplies 

When Rock first installed his 
$1000 inventory of fishing sup- 
plies, he sent out 1500 postcards 
and used spot announcements on a 
local radio station. He had a ready 
fund of fishing information to pass 
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The company is housed in a quonset hut, ob- 
tained by the owner during the war years 


on to customers: he knew which 
fishing lures were most popular, he 
could recommend jigs, spoons and 
feathers; and he knew what was 
biting and where. He kept a sup- 
ply of charts and maps on hand, in- 
troduced his customer to literature 
distributed by various fishing 
clubs, and gave sound, practical 
guidance for a successful fishing 
excursion to Chesapeake Bay and 
other spots 

When customers return from 
fishing trips, they report their suc- 
cess to Rock, who places snapshots 
of the customers with their 
catches on his wall 

(Continued on page 57) 
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BUILDING A STEADY PAINT 


annual sales of 820.000 in this small-town 


4 pe HARDWARE dealer whw really 
knows his paint—-how to use it 
and where—will realize a steady 
and substantial paint volume the 
year-round, according to Herbert 
A. Urie, assistant manager of the 
Dickey Hardware Co., Inc. of 
Rosslyn, Virginia 

Though located in a small town, 
this company’s yearly 
paint, to contractors and 
owners, average $20,000 

Real knowledge of paint and its 
application, Urie pointed out, is as 
important in selling as having a 
complete stock of quality products 
Complete stock, he emphasized 
means all colors and all varieties 
such as varnishes, lacquers, enam 
els, oil stains, varnish stains, flat 
oils, semi-gloss, and outside paints 
Moreover it is this dealer's opinion 
that a really complete inventory 
should contain at least three cans 
in each size and finish of all paint 
carried 


sales of 
home- 


“It is absolutely necessary for a 
dealer to know what paint to use 
conditions 


under different and 





how to use it,” he said 
“One convenient source of 
such information, readily 
handy for any dealer, is 
the guide book issued by 
the supplier. Becoming 
familiar with the facts in 
such guides is one simple 
way of being prepared to 
solve the problems that 
customers will bring in 
Painters, likewise, are an 
excellent source of infor- 
mation. From them it is 





conscious. They will take 


able advice on painting 


customers have 
never been more color- 


their decorating prob- 
lems to the dealer whose 
inventory is complete; 
and who can give depend- 








possible to learn what 
should be used under giv- 
en conditions 


“Remember, paints and their 
applications are changing con- 
stantly; and the successful paint 
salesman must be alert to these 
changes 

Carrying 144 different color 


schemes in one line of rubber base 


paints, Dickey Hardware Co. rec- 
ommends handling various priced 
paints to satisfy different price de- 
mands. At present, the company is 
experiencing a large demand for 
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washable flat paint for interiors, 
with enamels and oil paints run- 
ning second 

“Be prepared to help a customer 
with decorative schemes,” said 
Urie, who uses the guidebook for 
color harmonizing. “If a home- 
owner brings you a sample piece 
of drapery material and asks you 
what color would go well with it, 
try to determine the conditions of 
the room—southern or northern 
exposure, amount of light, the 
room's use, and what colors are 
being used in the floor covering 
and furniture. Then select the 
most appropriate color from the 
drapery material, or a color that 
will contrast or blend with it 
Locate this color in the guidebook, 
and you are able to make sugges- 
tions.” 

In the spring and fall. Dickey 
Hardware Co. conducts one-week 
paint specials. To every customer 
purchasing a gallon of paint, the 
store sells a $1.39 roller for 39 


Assistant Manager Urie con- 
sults the paint guidebook for 
harmonious color schemes. Real 
knowledge of paint and its ap- 
plication, he says. is as im- 
portant as having a complete 
stock of quality paint products 
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VOLUME 


store 


cents. With every purchase of one 
quart, a $1.69 brush is offered for 
$1 

However, the company’s promo- 
tional program is conducted the 
year-round. Telephone contact 
with painters and building con- 
tractors is maintained throughout 
the year. To painters who visit the 
store to purchase paint, Urie gives 
paddles, paint hats and yardsticks 


Advertising Program 


Established contractor and 
painter customers also are given 
a supply of printed business call- 
ing-cards, with the paint supplier's 
name and the name and business 
address of the painter and con- 
tractor. Also, the store offers as a 
gift the paint guidebook which 
describes usage, coverage, drying, 
application, and color combina- 
tions. 

A quarterly home decoration 
magazine, to which Dickey’s sub- 
scribes, directs 400 home-owners 
to the store for paint supplies and 
modern color schemes 


Volume Requisites 


The hardware dealer who car- 
ries a paint line should have a 
minimum stock of $3,000, three- 
deep in all colors and in all 
varieties in two quality lines, Urie 
said. Also, he should have adequate 
storage space, and in quarters 
which have a temperature above 
32 degrees, since frozen paint is a 
dead loss. A paint shaker also is a 
necessity. Rotating paints forward 
as new shipments arrive is im- 
portant in maintaining paints in 
good condition, he said 

The number of customers who 
visit Dickey Hardware Co. for 
paints is steadily increasing: and 
tie-in sales on brushes. alcohol. 
turpentine, rollers, and other paint 
necessities have shown an increase 
of 25 percent. 

However, a real knowledge of 
paint has been Urie’s key to great- 
er profits in both paint and allied 
lines 





Bolts Hard to Display? 


Put? Em in Jars 


Xb INCREASE SALES of small 
nuts, bolts and screws, says 
R. J. Swinney, owner of Swin 
ney’s Hardware, Tulsa, Okla 
homa, remove them from the 
manufacturer's display carton 
and place them in clear glass 
jars, so that the customer “can 
find what he’s looking for.” 

Swinney has spent more than 
a year in improving sales in this 
section of the store, including 
re-location of the department, 
patient experiments with vari- 
ous types of display jars, ques- 
tioning regular customers, etc 
As a result, he is convinced that 
the usual shipping carton, iden- 
tified only with the manufac 
turer’s name, a number and a 
title, means little or nothing to 
the average customer who 
comes in for this merchandise 

“The experienced carpenter 
of course, can ask for the screws 
or bolts he wants by giving the 
size or number,” Swinney said 
“But the home tinkerers, or the 
customer looking for an odd-size 
screw or bolt to fit some work 
he is doing himself, usually is 
not familiar with the subject 
Therefore, instead of finding it 
necessary to pull open carton 
after carton to find the size and 
type of item requested, we dis 
play our entire inventory in 300 
glass jars, and the customer can 
quickly point out exactly what 
he wants.” 
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The glass jars are displayed 
on three banks of wall shelving, 
8 tiers high, and will soon go in- 
to a fourth. In order to prove 
to himself the validity of the 
idea, Swinney left one section 
of wall shelving stocked with 
cap screws, wood screws, vari- 
ous sizes of stove bolts, light- 
weight aluminum bolts, etc., in 
their original cartons. Sales 
here have lagged far behind 
those of similar items in the 
glass jars 

“We can help the average 
bolt or screw customer in about 
one-third of the time it formerly 
required,” he said, “because it 
is seldom necessary ‘to touch the 
the container until the customer 
has found what he wants. In- 
cidentally, instead of getting 
the usual screw-type jar lid, all 
of those displayed on my 
shelves merely lift off, fitting 
only tightly enough to stay in 
place. There was no reason to 
apply a screw-top lid, for in the 
event a jar is dislodged to the 
floor it will break anyway 

“We have been extremely 
pleased with the better profits 
which this department has 
earned since the method of dis- 
play was changed 

Total cost for jars and labor 
was approximately $20, he said, 
and the idea has more than 
proved its worth in increased 


sales 
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Officers of the Georgia Association, left to right: W. W. 
Howell, secretary-treasurer; O. H. Williams, vice presi- 
dent; Hugh King, president; and directors, H. G. Tea- 
ford, W. M. Flemister, Forrest Knapp, and C. E. Weir 


Florida Association officers, left to right: W. W. How- 

ell, secretary-treasurer; Kenneth Hill, honorary presi- 

dent; M. A. Carter, president: and directors, A. C. Stine 
and Stanley Brumby 


Georgia-Florida Convention 


cease TO the annual joint 
convention of the Georgia Re- 
tail 
and the 


Association Inc 
Florida Retail Hardware 
Association, Inc., held May 19-21 in 
Jacksonville, were told that closer 
attention must be given to 
manship and to merchandising and 
promotional techniques if the 
store is to get a fair 
share of the consumer's dollar 

In sounding this warning in his 


Hardware 


sales 


hardware 


talk on “Selling,” Leonard V. Hug 
gins, hardware retailer in Chapel 
Hill, North Carolina, stated that 
we are getting only about one 


percent of the nation’s spendable 
income.” Mr. Huggins mentioned 
a number of 
which 
and 
portance of 


merchandising 
gain customer at 
emphasized the im 
adequate parking in 
attracting and holding customers 


chemes 
tention 


Service, he said, is the measure of 
a successful business 

Opening the convention's first 
business session, David Yon, presi 
dent of the Florida 
pointed to the amount of business 
being won by self-service 
To compete with these outlets, he 
said, salesmenship not only must 
improve but displays should be ar- 
ranged so that related items are 
grouped together 

In his talk, “You Can't Do Busi- 


association 


stores 


ness from an Empty Wagon 
Clarence R. Johnston, Burt-John 
son Hardware Co., Albany, Ga 


stressed the importance of a com- 
plete inventory, but stated that 
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must create want if mer- 
chandise is to be moved 

Other speakers on the opening 
day program included C. E. Weir, 
president of the Georgia associa- 
tion, H. G. Teaford, Americus 
Hardware Co., Americus, Ga., and 
Carl A. Miller, president of the 
national association 

A “sales which 
launched the second business ses- 
sion, featured talks by Dr. Frank 
Goodwin, Professor of Marketing 
University of Florida, Dr. William 
Emory, College of Business Ad 
ministration, University of Florida 
Harold E. Wallof, Regional 
ales manager, The Coleman Com 


dealer s 


congress” 


and 


pany 
Dealers 
for bette 


salesmen 


told of the need 
selected, better-trained 
the advantages of an in 
pay system, the merchan- 
possibilities of self-service 
and of the value of 


were 


centive 
dising 
and selection 
turnover 

The final business fea 
tured an address by Dr. J. S. Long. 
Chemical Director, Devoe and 
Reynolds Co., Inc 

The session closed with informal 
discussions by a number of dealers 
who had been particularly success- 
ful in merchandising specialized 
products 


session 


New Officers 


Members of the Georgia associa- 
tion elected as their officers: Hugh 
King, Covington, president: Olin 
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Williams, Brunswick presi- 
dent; and directors, Frank Hudson, 
Newnan; W. M. Flemister, Atlanta; 
Forrest Knapp, Thomasville; R. W 


vice 


Hatcher, Milledgeville; C. E. Weir, 
Douglas; J. F. Raines, Cohutta; 
Charles E. Giddens, Adel, and H 


G. Teaford, Americus 

New officers of the Florida as- 
sociation are: M. A. Carter, West 
Palm Beach, president, and A. C 
Stine, Sanford, vice president 
Kenneth Hill, Orlando, was named 
honorary president. Directors are 
Fred Downing, Jacksonville: O. W 
Brady, Jr.. Miami; S. E. Bartlett, 
Vero Beach; A. E. Folds, Gaines- 
ville; David Yon, Tallahassee, and 
Stanley Brumby, Orlando 

Both associations voted to con- 
tinue in office W. W. Howell, sec 


retary-treasurel! 
. 


Sales Appeal in this 
Direct Mail Program 


(Continued from page 40) 


factors in attracting attention in 
a department of this type.” 

Newspaper advertising used by 
the company in connection with its 
Pennyroyal Shop is confined pri- 
marily to medium-sized display in- 
sertions in the Sunday editions of 
the local newspaper. During the 
Christmas season, however, a 
large number of full-size daily ads 
are carried 
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an 
product //. sil : (: AMERICAN 
. im CHAIN 


acto 


B 
COIL CHAIN 


AMERICAN Favorites | 


@ These popular AMERICAN chains are bread and 
butter items. There is a demand for them every day 
—particularly now. 

Chain is easy to sell if you show it—get it out 
where customers can handle it. The acco Chain 
Sales- Maker and ACCO-PAKS are dandy display pieces 
that will definitely increase your chain sales. 

Order these "American favorites" now from your 
AMERICAN CHAIN wholesaler. 


American 
AMERICAN CHAIN DIVISION Chain 
AMERICAN CHAIN & CABLE I 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn 
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This 3-WAY deal |=" 
helps you 


sell the best bolts 


razors, the announced figures in- 
clude _ sufficient nickel - bearing 
stainless steel to make the esti- 
mated quantity of repair parts 
needed to keep civilian owned 
equipment in operation 


7. 






Additional OMP Items 
Available to Dealers . 


IN ORDER TO make certain addi- 
tional controlled materials items 
available to retailers who cus- 
tomarily sell them to the general 
public, including farmers and re- 
pairmen, NPA has added those 
items to the list in Order M-89 un- 
der Amendment 1 

The following items were added 
to the list: aluminum weather- 
proof wire for electrical conduc- 
tion; copper-clad steel wire, which 
frequently is used for electrically 
charged stock fencing: galvanized 
corrugated roofing, and steel spikes 
and brads 

Order M-89, which deals with 
the distribution of controlled ma- 
terials to retailers, provides that 
they may use the allotment symbol 
W-5 to obtain the items listed in 
Schedule 1 of the order, including 
those now added by the amend- 
ment 










/ reduce 
handling costs 


{ 
5 


j | 
Only Buffalo Bolt gives you this combinat f quality bolts, NPA Survey Shouse —~ ed 
o Bolt g c oe ae oe Geoeds in Ample Supply . . . 


a concise and complete catalog, and clearly labeled sturdy cor- 
rugated board Handy-Pack containers. What's more, prices are STOCKS OF CIVILIAN-TYPE durable 
, . 7 : ae goods on hand in retail stores are 
no higher than for ordinary bolts in ordinary cartons. That's ample to meet current demands, 
why it makes sense to order, stock and sell Circle © bolts. according to a recent report of the 
National Production Authority 
The report, based on surveys 


conducted by NPA’s Office of 
Civilian Requirements, reveals 
the supply situation to be com- 
parable to that which existed prior 
to the Korean hostilities 
Furthermore, the report shows 
that in many instances, inventories 


of television sets and furniture and 

some major appliances, such as re- 

#% re) LT e tm PA the Y frigerators, washing machines, 

clothes dryers and electric ranges, 

are in excessive supply in relation 

to current level of sales 

Retailers indicated fairly good 

North Tonawanda, N.Y. inventories of gas ranges, freezers 
Sales Offices in Principal Cities and air conditioners : 

Public buying remains cautious, 

although it was somewhat better 


Division of Buffalo-Eclipse Corporation 





PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS © NUTS e RIVETS AND SPECIAL FASTENERS 
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during the first quarter of 195z as 
compared with the final quarter 
of 1951, the report stated 

However, the report pointed out 
several factors in the economic pic- 
ture could change this situation 

On the favorable side of the 
ledger are adequate stocks of con- 
sumer durable goods at the whole- 
sale and retail levels and increased 
allotments of controlled materials 
for the third quarter of 1952 

In addition, the restrained buy- 
ing by the public and the semi- 
saturation of the consumer market 
resulting from the high level of 
purchasing during the postwar 
years tend to maintain the current 
levels of adequate inventories 

On the other hand, retail inven 
tories could level off or decline as 
the result of any one of several 
factors, such as a release of the 
tremendous buying power which 
is continuing to build up as a re 
sult of the armament program 
heavy expenditures for plant ex 
pansion, the climb of personal 
savings to new high levels, and re 
moval of restrictions on install 
ment buying 

The work stoppage in steel pro 
duction, possible loss of some cop 
per imports, or continued short 





ages of certain chemicals could also 
reduce inventories, NPA said 


2 








nationwide 


Price Relief for d the 


» —_— ¥ 
New Service Sellers Round 936. Under the manage- 
ment of Willis J. Keenan, who has been a Round 


Chain man for 15 years, Woodhouse now offers 





CEILING PRICE adjustment pro- 





visions for new sellers of services, a complete line of welded and weldless chain, 
subject to Ceiling Price Regula- slings, chain hoists, electric hoists and trolleys ; 
tion 34, were announced recently = to the important Middle Adiantic market. Sold ' 
by the Office of Price renga W. 3 Reman exclusively through distributors and wholesalers ' 

Subject to the service trades j 
regulation, OPS explained, are { 


thousands of establishments, in- 
cluding auto.notive repair shops, 
laundries and dry cleaning plants 
and such important industrial-type 
services as machinery repair and 
maintenance 
The OPS action (CPR 34, 
Amendment 3, effective April 28, 
1952) makes clear that the agency 
will consider adjustment applica- 
tions from service sellers who did 
not have normal earnings ex- 
perience in a pre-Korean period 
because they have been in business 
a relatively short time. (t 
To obtain adjustments under 

. this amendment, a service seller 
must apply to OPS on OPS Public 
Form No. 43, Revised, and it must 
appear: (1) that he had no normal 

4 earnings because his service is | 
relatively new; (2) that his present 
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something missing 
‘\. from your store? 


Sure you carry a lot of products—good products, too. 


And you're probably doing a good steady business . . . although 
the turnover on some items isn't what it might be. 


Maybe you can improve that situation just by providing a little 


“come on” for new customers. 





; : Thousands of hardware dealers know from past experience 
‘ that properly displayed bolts, nuts and screws build store traffic. 
’ N 

4 

; 

' 





So, if the famous Lamson merchandisers—the Stove Bolt Chest, 
the Fastener Chest and the Speed Merchant—are missing 
from your store better check with your distributor now. 


You'll be surprised at the people who “just want a bolt” 
and end up buying a great deal more! 


The LAMSON & SESSIONS Cao. 


General Offices: 1971 West 85th Street . Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Chicage + Birminghom 


~aRowAR E 
arannsiry 
HA hardware sO@w u = 
HOUSEHOLD REPAIR HEADQUARTERS 








ceilings are below the level of 
those prevailing in his trading 
area; and, (3) that his present ceil- 
ings are causing, or will cause, him 
to operate his service business at a 
loss 

The recently amended adjust 
ment provisions (CPR 34, Amdt. 2) 
appeared to exclude service sellers 
who were not in business long 
enough to have normal earnings In 
a pre-Korean period, OPS ex- 
plained 

This amendment follows adjust- 
ment policy of the original CPR 
34, under which service sellers, re- 
gardless of when they were in 
business, were granted relicf 
based on a demonstration of sub- 
stantial financial hardship 





BUSINESS TRENDS 





(Continued from page 20) 


The index at 293 percent of the 
1910-14 average compares with 
290 a month earlier and with 305 
percent on May 15, 1951 

Prices for cattle, calves, wool 
corn, soybeans, most fruits, po- 
tatoes, and cabbage also increased 
These increases were partially off- 
set by lower prices for dairy prod- 
ucts, poultry and eggs, cotton, hay 
wheat. oats, barley, sheep, lambs, 
tomatoes, and onions 

Reflecting the continued stabil- 
ity in the level of retail prices, the 
Parity Index remained unchanged 
during the month ended May 15 


+ 


Cotton Prices in Slight 
Downward Trend... 


COTTON PRICES fluctuated wide- 
ly in recent weeks but the trend 
was downward, according to the 
Department of Agriculture. The 10 
spot market average for Middling 
15/16 inch declined from 42.11 
cents per pound on April 2 to 38.08 
on May 14 and then increased 
slightly and was 38.64 cents on 
May 26. The season average price 
received by farmers from August 
1 through April was 5 percent be- 
low the average for the 1950-51 
season 

The drop in prices was probably 
due to slackening in purchases for 
export and relatively small buying 
by mills, coupled with a reduced 
demand for textiles 

Although the total value of cot- 
ton and cottonseed production was 
up 40 percent in 1951-52 over 
1950-51, the value per harvested 
acre was down six percent 
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Build 
Business 


and 
Profits 


More and more dealers are cashing in on the 
sales opportunities offered by Ruberoid Roll 
Roofing. They know that when they sell 
Ruberoid, they are selling a product that will 
build both their present profits and their future 
business. Ruberoid’s customer-satisfying qual- 
ity and time-tested performance can mean 
greater sales for you, too. 


In 1892, The Ruberoid Co. produced the first 
roll of ready-to-lay asphalt roofing ever made 
Now, nearly 60 years later, genuine Ruberoid 
Roll Roofing still leads the field. The original 
is still the best! For free literature, write The 
Ruberoid Co., 500 Fifth Avenue, New York 36 
N. Y., or your nearest sales office in Baltimore 


Md., Dallas, Texas. or Mobile, Ala 





Stock these “best-sellers” for profits: 


Color-Grained Ashestos-Cement Siding 


decorator-designed duo-tone colors, straight 
grain “shake” texture, fireproof, rot-proof 
weatherproof, A revolutionary concept of side 


wall treatment 


Dubl-Coverage Tite-On Shingles the 
“hurricane-proof” shingle with the beautiful 


basket-weave pattern 


Stonewall Asbestos-Cement Board the 
building material of 1001 uses. Rigid, fire 
proof, rot-proof, almost indestructible, yet so 


easy to “work.” 


The RUBEROID co. 





ASPHALT AND ASBESTOS BUILDING MATERIALS 
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for BIGGER Profits... 


VICTOR STEEL TRAPS 


Many styles designed to 
catch and hold each type of 
fur bearing animal. No. 2 
Double Spring trap shown 


VICTOR MOUSE 
and RAT TRAPS 


Easy to set; quick-catch 
action. Victe*, Holdfast, 
Auto-Set, 4-Hole Choker, 
Little Champ and Easy Set 
rape are popular profit 
builders. Victor Mouse trap 
shown 


TRUMP 
GARDEN TOOLS 


Gardeners want Trump 
trowels, forks, cultivators, 
tranaplanters and weed cut 
ters. Trowel shown 


VICTOR VERI-LITE 
DUCK DECOYS 


Weterpocet light weight, per 


fectly balanced and very life 
like. The decoy that satisfies 


experienced duck hunters 


VICTOR MOLE TRAPS 


A sure, sensitive 6-prong 
epear type trap that kills 
moles. Kust resistant coating 
on trap. Easy to set 


VICTOR GOPHER TRAPS 


Sturdy and rugged construc 

b umple to set, awift to 
release. Used by US. Gov 
ernment Agencies 


Css” 


© Moke wre you olwoys hove o complete stock of 
these selling brands. Order today from your 
wholesoler for the coming selling sectors 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 
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New officers of the Carolinas association, left to right. seated: H. E. 
Wilson, Jr., second vice president: J. M. Rivers, president, and Mrs. 
Sally Couch Masten, secretary. Left to right, standing: C. B. Gladden. 


junior director: 


Abel Warren, senior director; and past presidents 


H. C. Gabriel, J. T. Owen, Jr., and L. V. Huggins 


Carolinas Convention 


meen or the Hardware As- 
4 sociation of the Carolinas, 
meeting in Charlotte, N. C., June 
10-11 for their annual convention 
were warned of the threats to the 
nation’s free enterprise system 
and of the need for improved sell- 
ing techniques 

A featured speaker on the open- 
ing day program, C. H. McGregor, 
Professor of Marketing, University 
of North Carolina, gave credit to 
the free market system for the na- 
tion’s tremendous economic pro- 
gress. He called attention to the 
potential economic progress, but 
stated that such further progress 
could not be achieved unless cer- 
tain “road blocks” were removed. 
He listed these as: (1) a regimented 
economy; (2) inflation; (3) exces- 
sive taxation; (4) continued attacks 
on business profits 

The government's economic 
“planners,” he said, have at- 
tempted to implement their regi- 
mented economy by “beating” the 
businessman 

The speaker was optimistic con- 
cerning the immediate business 
outlook. There are four props un- 
der the nation’s economy, he said 
(1) military spending; (2) capital 
spending; (3) construction; (4) con- 
sumer spending 

These is no evidence, he said, 
that a depression is “around the 
corner,’ though in some lines of 
trade sales may slow up. General- 
ly, some advance in retail sales 
should take place in the next few 
months, he concluded 
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The first day's program also in- 
cluded an address by L. V. Hug- 
gins, president of the association, 
and a report from Mrs. Sally Couch 
Masten, of the associa- 
tion 

A featured speaker during the 
second business session, Frank P 
Connally, president, John W 
Masury & Son, Inc., discussed “The 
Flying Saucers of Selling.” 

Mr. Connally gave dealers six 
suggestions to improve their busi- 
ness in 1952. They were: (1) shop 
competition; (2) provide ample 
parking space; (3) get biggest sign 
possible for the business, in the 
best location; (4) use color as much 
as possible in advertising; (5) have 
a slogan that will catch the eye 
and ear; (5) advertise 

The speaker pointed out that at- 
tention and interest are necessary 
to sell merchandise. “Nothing hap- 
pens in a business until a sale is 
made,”’ he emphasized 

Other convention speakers in- 
cluded Carl! Miller, president of the 
national association; A. B. Hill, 
Portsmouth, Va., a director of the 
national association, and Dr. Pierce 
Harris, pastor of the First Meth- 
odist Church, Atlanta 

J. M. Rivers, Hampton, S. C., 
was elected president of the as- 
sociation. Serving with him will 
be: T. A. Groce, Jr., Asheville, N 
C., first vice president, and H. E 
Wilson, Jr., Chesterfield, S. C., 
second vice president. Abel War- 
ren, Garland, N. C., was named 
senior director, while Banks Glad- 
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secretary 
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DOG CHAINS — 








Heodell Dog Chain assortment includes 12 chains 


complete with snaps and holders, en attractive 
twe-color metal display henger. 








Hedell “Chainvenders” are available with any 
of six different fast-selling assortments. Fer « 
plete, pect chain dep t, displey 
the Cheinvender with Hodell Little Drums con- 
taining the four most popular sizes of Proof Coil 
Chain in either 100 ib. or 100 1. quentities. 












te. “~ % 


on Se —_ a 


Youn joer 


about these fast-selling 


 HODELL CHAIN 


ASSORTMENTS 


Make it easy for your customers to remember that 
they need chain... and ring up extra dollars on 
your cash register. The sales-building value of these 
Hodell Chain merchandisers has been proved in | 
thousands of hardware stores. Available through j 
leading hardware distributors, together with the 
complete line of Hodell Welded and Weldless Chain 


—for home, farm, marine and industrial use. Hodell 


is the name for dependable chain! 
The Chain that 


HODELL Serves the Best/ 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 








“National” Products 
Fasteners © Hodell Chains 
Chester Hoists 


“) yOUSEHOLD ig 
: 5 + CRIN =. ] 
ee _ at 


Other profit-producing Hodell 
Hardware Specialties include: 
a complete line of Animal 
Chain assemblies; Hodell 
Porch Swing chains, a com- 


plete set to the carton; and of 

Heodell Household Chain counter displey 
contains four of the mest populer sizes 
of smell chain for household use. 50 feet 
of each per reel: No. 16 Single Jack, No 
2 0 Sefety, No. 18 Register, No. 7 Bulideg 


course the complete line of 
Hodell welded and weldless 
chains in standard hardware 


packaging. 





oe 


A 


ational 
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FASTENERS S/ HODELL CHAINS 


CHESTER HOISTS 
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den, Chester, S. C.. was elected 
junior director. Also serving as 
directors are past presidents: H. C 
Garbiel, Newton, N. C.; J.C. Owen 


ATED Jr., Elloree, S. C., and L. V. Hug- 
SSSes . gins, Chapel Hill, N. C. Mrs. Sally 
BUILDING PAPER Couch Masten continues in office 
fer as secretary-treasure! 
BEAUTIFUL WALLS i. 





Service Comes First! 
> (Continued from page 32) 


backed by a substantial inventory 
in the stockroom 

The store carries all parts for 15 
models of glass coffeemakers, in- 
cluding tops, bottoms, gaskets 
everything! There is a display case 
containing 20 different sizes of 
rubber gaskets in the housewares 
section. There is an additional 
stock, kept in a 21x28-inch flat 
drawer, and filed according to 
manufacturer's name, in the stock- 
room. Below is a cabinet contain- 
—— ing electric mixer parts, including 
bowls, beaters, lubricants, strain 
ers, etc., for seven models 

The policy of stocking merchan- 
dise and parts that buyers some 
time experience difficulty finding 
elsewhere extends through the en- 
— tire inventory. For example: light 
bulbs. There are bulbs for lighting 
almost every household facility 
from sewing machines to home 
freezers. Further, not every store 
carries an extensive assortment of 
curtain rod fixtures. The Missouri 
—__—— firm stocks six types of rod brack- 
ets, drapery hooks, etc 

A well-planned window display 
program is a big factor in the 





a 





os et 


store's successful housewares sales 
record. In the 80-foot display win- 
dow a number of 4x8-foot wooden 
j ae platform units, which set 20 inches 
by eX " off the floor, are used to make 
. ered 0 rie merchandise on display visible 
— S. from both outside and _ inside 
Changed weekly, windows tie in 
RED BOW DESIGN with the seasons 
“We trv never to overload win- 
dows,” Danaher stated, “but pare 


displays down to a few related 
ti ale 4 adcte ti items from each category. If we 


put in floor mats, we add foot 








There's a bright beautiful Wallrite design scrapers. Picnic and canning ac- 
f . h h cessories are favorite summertime 
or every room in the house subjects. Soon after Thanksgiving. 


Manufactured Exclusively by = start to feature gift merchan- 
aise 

FLEMING & SONS, INC. During World War II, residents 
of this outlying residential district 
became accustomed to using classi- 
fied columns in the weekly com 
munity newspaper as a sort of 
clearing-house for hard - to - get 


Dalles, Texas 


(NEWSPAPER MATS identical to this ore available to dealers) 
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Watch this one 
...for turnover! 


You'll profit from sales turnover when you 





feature a complete department of RB&W fas- 


teners in your store 
They seem like small items, but actually 
they're big business . . .great hardware staples 
that people need day in and day out. They're : 
top sellers (as hardware sales figures prove) that 
build traffic for everything you sell. | 
And you can stock this profitable product in 


quantity without worrying about style changes 
or damage. Thus, you keep time-consuming re- 
ordering to a minimum. 


You keep handling to a minimum, too .. . 
thanks to RB&W’s unique “upside-down” pack- 
age that prevents spilling. This attractive red 
and green package stands out on your shelves 

. clearly labelled to show in a jiffy the type 
and size you want. 

It will pay you to move fast and order the 
complete RB&W quality line of fast-moving 


fasteners. 


107 Years Making Strong 
the Things That Make America Strong 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill, Los Angeles, Calif. Additional sales 
offices at: Philodelphio, Detroit, Chicogo, Dallas, Ockland. Soles agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 
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household items. So deeply rooted 
did the habit become, that after 
the war, readers continued to use 
the paper as a source of supply for 
all types of items 

As a result, this hardware store 
has found it a productive and in 
expensive advertising medium 
Each issue of the paper contains 15 
or more of the store's concisely 
written ads featuring a good cross- 
section of the stock, but with the 
emphasis on timely items. The ads 
are spaced throughout the paper 


° 


Plastic Screening 
(Continued from page 35) 


material woven from a .015 fila 
ment. A filament of this size, 
somewhat larger than that com- 
monly used in wire screening 
gives the added strength needed in 
plastic material. The thicker size 
of this filament, however, reduces 
the passage of light slightly more 
than wire screening of the same 
mesh. 

In addition to the 18x14 mesh 
t material, a finer mesh, 20x20, 
i woven from a .012 filament, is 
QUALITY SEINE TWINE manufactured particularly for 

southern coastal regions. This ma- 

terial is designed especially for in- 
stallation in areas where the 
smallest insects are prevalent 

Aiding the merchandising job is 
the variety of colors which can be 
made available to customers. Not 
all colors, however, are equally 
stable to light. Some grays, for 
example, have been found to be 
relatively unstable. Plastic screen 
ing that is dark green in color is 
reported to have the best color 
retention qualities 

While stability of color and de- 
gree of visibility are important 
considerations, the average buyer 
is likely to be more interested in 
the strength and weathering quali- 
ties of plastic screening. Customers 


need have no fear that plastic 
eng ae screening will give way easily un 
der the impact of jutting elbows 
thrown baseballs, and other such 
blows that any screening material 


will receive around the average 
home. Tests made by the U. S 
Army Corps of Engineers have 
shown that plastic screening has 
418 Grand Street, Paterson an impact resistance fully equal to, 
if not better than, that of the 
strongest metal screening now 
commercially available. Further, 
plastic screening has no tendency 
to bulge or sag following impacts. 
This degree of flexibility gives the 





THE LINEN THREAD CO. INC 
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plenty of 





Selling becomes easy when 
you feature the HOMKO 
line... more features—better 
construction—greater con- 
sumer demand. Powerful, 
national advertising in 15 
leading publications will tell 
45 million readers, month after month, in 
1952 about the HOMKO Power Mowers 
and Lawn Sweepers. HOMKO wants to 
send you now full information about its 
complete line, mat service, displays and 
selling program. The ever growing demand 
for HOMKO products is your key to keep- 
ing plenty of ‘go’ ‘in your volume—plenty 
of profits in your sales 


Nationally Advertised to 


Magazines 
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and Lawn Sweepers 


45 Million in 15 Big, Powerful 










Reel Type 
and Rotary 
















Powered By Nationally 
Known, Easy Starting, 
2 and 4 Cycle Gas Engines 


New Ree! Type Mowers 
- available in 18” to 
30” walking and riding 
types. Easily moneuver 
able, sturdily built, fin 
est features todoy 


Rotary Power Mowers 
- available in 16” to 
20° gas ond electric 
models 





Fold Awey lawn 
Sweeper — 24" width, 
extremely lorge 6% 
bushel copocity. Sturdy 
bumper guard and fold oe 
away flat feoture. —= 
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Show Wore + Sell Hore 
REEVE Shure Sel/ 


GLASS HARDWARE 
for Bins and Shelves 


For highest quality.. . durable... 
economical , . . display equipment 
for bins, counters, shelves and ev- 
ery other purpose you can depend 
on REEVE to exactly fill your need. 





Order today... for prompt de- 
livery...on everything from ticket 
holders to large display units. 


DIVISION HOLDERS 
For 3/16” or 1/4” Glass 


A Quick adjusting divi- 


f sion holder. Mokes 
each division unit in- 
dependent and ad- 
‘justable to ony size 
desired 

Silvertone finish 


No. 1-316 Box of 100 
Shipping wt. 2 ibs. per 100 


CORNERS and SPLICERS 
With Flange 





Ship.wt 


Corner Splicer 

Number Number Height Per 100 

110-2 112-2 1's 8 Ibs 
| 110-24 112-24 2% 9 Ibs 

110-3 112-3 2% 9 Ibs 

110-4 112-4 3% 10 ibs 

110-5 112-5 4% iiids 

wo 0 


110-6 112-6 5% 12 Ids 
110-8 112-8 7% Mids 


Chrome finish 


Ay 2 10 per package 


BIN TICKET HOLDER 





This is the standard ticket holder used on 
counters in the majority of stores. %"x2%" 
price ticket is held of correct reading angle 
Silvertone finish 
Ne. 600 Per 100 
Shipping wt. 4 Ids. per 100 


COMPLETE CATALOG FREE ON REQUEST 
Send today for illustrated 
catalog and price list of 
hundreds of display items 
that will moke soles ond 
build bigger profits for you! 












REEVE COMPANY 


erving America’s Retailers since 1913 
214 S Grand Ave Los Angeles 7, Calif 
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material strong resistance to 
breakage 

Available test data show that 
plastic successfully 
withstands temperatures as low as 
-50°F. The plastic cloth, even at 
this low temperature, does not be- 
come brittle enough to break fila- 
ments or to pull away from the 
mounting frames. Under extreme 
conditions of heat, plastic screen- 
ing likewise retains its tensile 
strength 

Generally, then, plastic screen- 
ing can withstand weathering with 
virtually no deterioration 

In coastal areas, the fact that 
plastic screening does not rust, 
corrode or stain is a particularly 
strong selling point for those cus- 
tomers who have had experience 
with metal screens rusting when 
subjected to the action of salt in 
the air, or who wish to keep main- 
tenance requirements to qa mini- 
mum. Since the plastic product 
will neither rust nor corrode, the 
necessity for painting or varnish- 
ing screens is eliminated 

These characteristics also are of 
particular advantage to owners of 
stucco homes or of houses with 
light surfaces Where plastic 
screening is employed, there will 
be no corrosion products that could 
wash down and stain window sills 
and sidewalls 

Likewise, soot and smoke do not 
harm plastic screening, which, be- 
cause of its smooth surface, is 
reasonably easy to clean. Where 
dirt is adherent, it can be washed 
off with soap and water. 

Inevitably, customers will ask 
Will it burn? Plastic screening will 
not burn, and, in fact, is classed as 
non-flammable. It will melt, how- 
ever, when subjected to tempera- 
tures as high as 240°F. Thus, con- 
tact with a lighted cigarette or 
sparks from a fire will result in 
holes in the cloth 

Because plastic strands are not 
rigid, customers who make their 
own window screens will find that 
filaments near the edge of the 
cloth will pull away easier than 
metal strands. Therefore, to pro- 
vide added strength, the edges 
should be folded into a hem be- 
fore the screening material is 
tacked to the frame. Customers 
may find that the plastic produci 
is somewhat more difficult to fix 
tautly in the frame than wire 
screening, but if properly installed 
it will remain taut 

The importance of display in 
selling plastic screen cloth should 
not be overlooked. Plastic screen- 
ing is a product which the aver- 


screening 


age customer will want to inspect 
closely. Accordingly, displays of 
the product should be easily acces- 
sible and prominently located. To 
aid in the promotion of this line, 
manufacturers make available to 
dealers compact and attractive 
merchandisers which hold a num- 
ber of rolls of plastic screening in 
various widths 

While a well-informed salesman 
is a first essential] in effectively 
selling plastic screening, the facts 
which can be presented to the cus- 
tomer concerning the durability 
of the product can be effectively 
and clearly demonstrated through 
use of framed samples. Such sam- 
ples are useful in demonstrating 
the strength and flexibility of the 
product. Further, samples, with 
cut-away section, will be of help 
in showing the customer the 
proper method of installation 


. 


Tey Promotion Every 
Month in this Store . . 


(Continued from page 34) 


giving this privilege to children, 
for it encourages responsibility in 
time. When we make out a lay- 
away ticket for a child, we tell him 
that he must come in regularly 
and make his payments. We urge 
him to come in and pay his bill 
before he spends his allowance or 
money he earns himself.” 

Direct selling has paid off for 
the toy department. From time to 
time, the various Sunday Schools 
are asked to supply their newest 
cradle roll. A similar list is ob- 
tained from day nurseries. The 
newspapers are watched for par- 
ties given for children, and the 
hostess is called by telephone. All 
of these lists are used for mailing 
or telephone promotion 

A silver spoon is sent to new 
babies. As they grow older, Mat- 
thews invites them to come to the 
store personally to select thei: 
toys 

This extensive year-round pro- 
motion not only has made toys one 
of the store’s most profitable lines, 
but also helps to sell many of the 
other 10,000 items carried. The 
gift department especially profits, 
for children buy gifts for their 
parents here, and often bring their 
fathers to the store to select gifts 
for the mother 

A small, well selected display of 
gifts is shown in the toy depart- 
ment the year-around. At Christ- 
mas time, it is extended to a more 
impressive showing. Since the gift 
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department salesperson handles 
both gifts and toys, the special toy 
department display of gifts is prac- 
tical and profitable 


o 
Wire Fencing 
(Continued from page 37) 


will lead to a sale in the other 

At this time of the year, fencing 
shares the sidewalk display with 
these lines, and in addition, gar- 
den tools and mowers occupy a 
full display window 

Bailey’s volume in power and 
hand lawn mowers, as well as in 
small gardening tools, is substan- 
tial. Here again, service is im- 
portant, for all mower sales are 
backed by dependable and fast re- 
pair work, with the repair shop 
located in the rear of the store 
Here, an efficient repairman de- 
votes his full time to repairing and 
servicing mowers. Delivery service 
also is an incentive in selling mow- 
ers, for the store's delivery truck 
will go out after damaged mowers 
and bring them into the shop for 
quick repair 

Garden tool sales average ap- 
proximately $1500 monthly, and 
the inventory of this line is ap- 
proximately $5,000. 

As a tie-in for fencing, Bailey 
pointed out, garden tools and lawn 
mowers are ideal items and help 
maintain the year-’round fencing 
volume 


* 
Budget Department 
(Continued from page 38) 


standable fashion, with copies 
furnished both dealer and cus- 
tomer. 

Net results of the credit plan 
have been that the Waco hardware 
store’s appliance volume has 
grown sharply, and many farm- 
ers who never before had entered 
the store have come in to take ad- 
vantage of the time-payment serv- 
ices 

Oddly enough, this increase in 
appliance volume was achieved 
without the services of an outside 
salesman or specialty salesman 
Instead, all of the volume has been 
from farmers and their wives 
visiting the store on week-end 
shopping trips 

K & G Hardware Co. carries a 
full line of liquified petroleum gas 
appliances, as well as gas cylinders, 
and is able to cover the entire ap- 
pliance field, from electrical to 


butane gas. Drivers who deliver 
liquified petroleum gas through 
the 50-mile radius territory served 
by the firm, are paid a five percent 
commission on every major ap- 
pliance sold. As a result, most 
salespeople in the K & G concern 
receive a sizable commission check 
on appliance sales every month, in 
addition to their base salaries 


- 
Building Tackle Sales 


(Continued from page 41) 


“This is the kind of fishing 
tackle business other hardware 
dealers can do,"’ Rock pointed out 
“Fishing clubs will gladly supply 
seasonal literature, maps and 
charts of the area to any dealer 
who wants this information. Talk- 
ing to customers who enjoy fishing 
will give a dealer a good ground 
ing in the fishing supplies needed 
in his area also, and enable him to 
better answer questions on fishing 
needs.” 

Rock has found that his unique 
fishing supplies department not 
only has become a good traffic- 
builder, but a stimulant to sales in 
other departments 





WHOLESALER NEWS 





(Continued from page 28) 


executor of the Ireland estate, 
whereby the controlling shares are 
held by the Ireland heirs, and the 
proposed sale of those shares by 
Broadhurst is blocked. A total of 
some 37,000 shares was involved 

The suit entered by the Irelands 
claimed that Broadhurst had no 
legal right to the majority of the 
Odell stock, and this claim was up- 
held in the Court ruling 

Judge Wyche in his ruling stated 
that Broadhurst, as executor of the 
Ireland estate, did not give the 
widow sufficient information about 
the company or its stock; and 
further, that over a period of many 
years. he got “approximately $9 
out of the estate for every $1 he 
paid to the Irelands.” 

As a result of this decision, it is 
expected that the business of the 
Odell Hardware Co.—one of the 
largest and most prominent whole- 
sale hardware houses in the South- 
east—will be continued without 
change, under the present man- 
agement, which has been notably 
successful in carrying on and ex- 
panding the business in recent 
years 
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WHEN YOUR CUSTOMER 


Gbledor THE BEST 





-+ SELL 


CHANNELLOCK 


Wade only by CHAMPION DeARMENT 


Chennellock pliers are made by skilled 
creftemen of « company known for nearly 
34 of « century for ite highest quality pro 
ducts. The outstanding features of Channel 
lock pliers such as Longer Wearing, No Wear 
on the doint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers 

Whenever your customers ask for pliers 

help them select the Best Hand them 
Channellock 

And remember, Only Champion _DeAr 
ment mekes Channellock. Send tor Catalog 


D.3 teday 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pe. 
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% GALVANIZED STEEL 


Keystone Galvanized Steel Wire 
Screening, made of specially selected 
analysis copper bearing steel, gives 
strength and rust resistant qualities 


*% QUALITY BRONZE 


Keystone Bronze Screening, both 
Bright and Antique finish, woven 
from highest quality commercial 
bronze wire of 90/10 analysis (90 ¢ 
Copper, 10% Zinc Alloy) combines 
beauty, hardness, strength and resist- 
ance to atmospheric conditions. 


% CLAD ALUMINUM 


Keystone Clad Aluminum Screen 
Cloth can be sold by you with con- 
fidence. Will not stain or discolor 
woodwork or masonry. Red rust is 
eliminated, appearance improved. 
Light, strong, durable, and pleasing 
to the eye. 





MEYSTONE WIRE CLOTH CO. 
Wanover, Pa., Fostoria, Ohic 
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INDUSTRY NEWS 





(Continued from page 26) 


Roberts Returns from Tour 
of Sandvik Factories .... 


W. E. Roserts, Clarkesville 
Georgia, returned to New York on 
June 17, following an extended 
tour of Sweden, where he visited 
the factories whose products are 
distributed to the hardware trade 
in the United States by Sandvik 
Saw & Tool Co., Division of Sand 
vik Steel, Inc., New York, N. Y., 
with whom Mr. Roberts has been 
associated for the past seven years 





W. E. Roberts 


Mr. Roberts, whose territory in- 
cludes parts of North and South 
Carolina, as well as Georgia and 
Alabama, was accompanied on his 
tour by A. C. Cranum of Minne 
apolis, Minn., another salesman 
for Sandvik Saw & Tool 

Though he visited practically all 
of the major manufacturing cities 
of Sweden, Mr. Roberts spent most 
of his time at Sandviken, home 
of the Sandvik steel works 

Following his stay in Sandviken, 
Mr. Roberts spent several days at 
Eskilstuna, Sweden, in the factory 
of Erick Anton Berg, producers of 
Shark Brand Swedish chisels, 
pliers, etc 


° 


Jacobsen to Build 
Mississippi Plant . 


O. T. JACOBSEN, president of 
Jacobsen Manufacturing Co., Ra- 
cine, Wis., has announced that be- 
cause of the growth of its normal 
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business, as well as prospective 
work in the defense effort, it has 
to expand 
the operations of one of its sub- 
sidiaries the Johnston Lawn 
Mower Corp., Ottumwa, Iowa 

Plans have been made for the 
erection of a plant in Brookhaven, 
Miss for the manufacture of 
power lawn mowers and defense 
items. The building is to contain 
approximately 100,000 
feet, in addition to office 
and it is expected that its initial 
operation will require in excess of 
200 employees. It is further an- 
ticipated that under normal condi- 
tions the employment may be sub- 
stantially increased 

Construction is expected to start 
as soon as priority and other de- 


tails can be cleared 


© 


been found necessary 


square 
space 


Hardware Show Space 
Completely Sold Out . 


FRANK YEAGER, director of the 
National Hardware Show, has an- 
nounced that the show is complete- 
ly sold out and has a backlog of 
over 100 manufacturers for ex- 
hibition space. This 
date the show has ever 
out, he reported 

This show will include 
over 40,000 hardware items, valued 
at over $3 million, on display by 
700 of America’s leading manufac- 
turers. The list of exhibitors is now 
available, and buyers may receive 


the earliest 


been sold 


years 


their badges of admission to the 
show by writing direct to National 
Hardware Show 331 Madison 
Ave., New York, N. Y 


= 


Myers Sales Managers 
Attend Ohio Conference 


SIXTEEN DISTRICT sales Managers 
of The F. E. Myers & Bro. Co. at- 
tended a conference April 3-5, at 
the Myers factory in Ashland, 
Ohio 

Special emphasis was made at 
the three-day conference on the 
cooperation between water system 
manufacturers and electric power 
companies in the promotion of 
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running water in rural areas. The 
district managers heard Myers 
Company representatives tell of 
what is presently being done by 
the pump industry in this respect 
and what they can do to carry out 
the cooperative program as Myers 
representatives 

Another topic covered by the 
conference was the outlining of a 
new sales promotion for Myers 
Water Conditioning Equipment 


7 


Washburn Conducts 
Sales Meeting .. . 


E. H. Gorton, sales manager of 
The Washburn Co., and Glen 
Gronberg, sales manager of the 
company’s Rockford Division, di- 
rected a four-day sales meeting, 
May 12-15, in Worcester, Mass 





E. H. Gorton 


Presentation of the newest lines 
was made to the entire national 
sales organization, including repre- 
sentatives from all over the United 
States. Sales promotion and ad- 
vertising programs were presented 
by Frank Riegel, advertising man 
ager 

In addition to the sales meetings, 
attendants were conducted 
through the company’s factory on 
Union Street by Howard W 
Hindes, superintendent. 

The Washburn Co. has plants at 
Worcester, Mass., Rockford, IIl., 
Niles, Mich. with the Andrews 
Wire Works of Canada at Watford, 
Ontario, as an associate. The firm 
manufactures a large line of prod- 
ucts under the trade-name of And- 
rock 


+ 


Gladding Reassigns 
Sales Territories . 


ANNOUNCEMENT HAS been made 
by L. I. Witherill, president, B. F. 


Gladding Co., South Otselic, N. Y 
of the reassignment of sales terri 
tories handled by Lyman Rogers 
Co. and Dibrell L. DuVal, Jr., ef- 
fective between July 1 and 15 

Lyman Rogers, of Lyman S 
Rogers Sales Co., St. Petersburg 
Fla., now exclusive representative 
in Florida, also has been assigned 
the states of Georgia, North Caro- 
lina and South Carolina 

Dibrell L. DuVal, Jr. Fort 
Smith, Ark., now representing the 
Gladding Co. in Arkansas, Louisi 
ana, Oklahoma and Texas, will 
add the territories of Alabama 
Mississippi and Tennessee 


€ 


Ray-O0-Vac Elects Mclinay 
Viee President, Sales .... 


THe Ray-O-Vac Co., Madison 
Wis., has named J. A. Mcllnay 
vice president in charge of sales 
for all products. Mr. MclIinay, who 
formerly served as general 
manager of the firm, will continue 
to direct the advertising activities 
of the company 

7 


sales 


Remington Names Two 
Field Representatives . 


vice president 
Remington 
Bridgeport 


R. H. COLEMAN, 
and director of sales, 
Arms Company, Inc., 


Conn., announces the appointment 
of Arnold M. Perkins, Jr., and 
William R. Lewis as field repre 





Lewis Perkins 
sentative of the company’s Indus 
trial Sales Division 

Mr. Perkins, a graduate of 
Louisiana State University and 
New York University, was a naval 
aviator during World War II. He 
will make his headquarters at 
Boston, Mass 

Mr. Lewis will make his head- 
quarters at Greensboro, North 
Carolina. A graduate of Nichols 
College, he saw five years service 
in the Army, spending 42 months 
in the Southwest Pacific theater 
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SELLINA 





The No. 133H> 
“Yonkee-Handymon 
with quick-return spring 
equipped with ',* bit 
for driving screws. 











+. The No. 2334 
Yonkee-Handyman™ 
the complete tool 
With quick-return spring 
Transporent magazine 
handle Supplied with 
“ond \" bits Three 
drill points “un”, & 
ond “us” for boring 
holes in wood 











“YANKEE-HANDYMAN” 
SPIRAL RATCHET 
SCREW DRIVERS 


One whirl of the fast 
spiral with the quick- 
return spring and your 
customers get the idea 
and you get the sale. 
One tool that drills, 
countersinks, and drives 
and draws screws. 
That's a spot-seller in 
any store, any day. 
Extra sales for you in 
the No. 330H Accessory 
Pak, as a companion to 
the No. 133H Screw 
Driver. Pak contains 
extra #," bit for 
smaller screws, 
3 drill points 
for boring holes 


J 
} in wood, and 
a countersink. 


e| 





No. 330H Accessory 


Pok with ‘s” bir, 3 
drill points and 
Om cm 
vYanxte’’ TOOLS (STANLEY) Tet TOO SOx 


NOW PART or The wor.oe 


NORTH BROS, MEG. CO 


Philadelphia $4 a 
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New Duck Decoy Display 
Announced by Animal Trap 


A new Victor duck decoy counter 
display has been introduced by the 
Animal Trap Co. of America, Lititz, 
Penn., and Pascougla, Miss. The de- 
coy display measures only six inches 
long, four inches wide, and six inches 





bYicror 


°UCK Decoys 


high, and can be used either on the 
counter or as window trim 

rhe base of the display is white 
with raised red lettering in the cen- 
ter, and marsh-like bulrushes and 
reeds at either end. Above the base 
is a mallard floating on a pond. The 
whole display, which is made of 
molded pulp, is finished in natural 
olor 


* 


New Double Extension Cord 
Eliminates Wire Tangles. . 


A new extension cord recently 
announced by Davis Manufacturing 
Co., Plano, Ill, provides outlets fo 
six appliances over a distance of 12 
feet, and eliminates double or triple 
plugs at the wall outlet 

From a single molded male plug, 
two six-foot rubber covered exten- 
sions may be led in any direction 
Each cord is terminated in a three- 
way receptacle. The new Davis Twin 
Extension can provide for six lamps 


- 
be ud 





te 


or appliances, yet occupies only one 
receptacle at the wall. The Davis 
Twin Extension retails at $1.19 


° 


Point-of-Sale Displays 
Offered by Olin .... 


Seven point-of-purchase display 
pieces are being mailed to sperting 
goods and hardware retailers by the 
Arms and Ammunition Division of 
Olin Industries, East Alton, II 

Designed to boost summer sales of 
22 caliber rifle and ammunition sales 
the material features Olin's Win- 
chester rifles and Western and Win- 
chester ammunition 

One of the display pieces is a large 
size “tin can,” designed to hang from 
ceiling, overhead light fixture or fan 






Buy 
WINCHESTER 22’ s 


Here 


Each display is in full color and is 
adaptable to window, counter, wall, 
or display case use 


+ 


Hancock to Promote 
Non-Jiggle Tank Ball 


Hancock Mfg., Inc., 135 S. Second 
t., Philadelphia 6, Penn., is opening 
an extensive consumer sales promo- 
tion campaign during July featuring 
the Non-Jiggle Rite-Fit tank ball 

Designed to retail at 69 cents, the 
tank ball is easily installed, Its un- 








usual design assembly utilizes the 
swirling action of flushing water, and 
eliminates toilet drip and the need 
for jiggling the tank lever 

Both product and packaging have 
been planned for greater eye-appeal 
Non-Jiggle features a ball of pastel 
blue and a fire-engine red piastic 
fin guide. Each tank ball is packaged 
in a colorful red, white and blue 
individual box, for display purposes 

A container for 12 individual boxes 


also is available for counter display 





The 1952 Reo Runabout, low- 
est-priced gasoline powered 
mower produced by Reo Mo- 
tors, Inc., Lansing 20, Mich. 
Adjustable to a wide variety 
of cutting heights, the Run- 
about offers magic-touch con- 
trol, totally-enclosed belt and 
chain drive for reel and wheels, 
18” cut, and a Reo-built 1% hp. 
engine which uses “regular” gas 
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New Tapatce Sportster 
Life Jacket Announced 


The American Pad & Textile Ce 
Greenfield, Ohio, has announced the 


leve ment f a new sportsmens 


ife save awcket, designated as the N« 
8 Sportster und claimed to be the 
greatest life acket ever designed for » 
" iround sports use 

One of the outstanding features of 
the No. 8 Sportster is the fact that 
the flotation materia! of 100 pure 
Java Kapok is et ed in vinyl plas 
t material, electronically sealed s 
that water never comes in direct con 
tact with the Kapok. This assures 
maximum buoyan¢ and complete 


395 394 
Surtoce Bolt Fiush Bolt Fiveh Bolt tc cut 


Win Bt 











over 2,000,000 
bottles sold in 6 months 





IN ONE SECOND cleans, polishes copper, 
brass, stainless steel 

Dirt, smudge, burns, tarnish disappear in- 

stantly. Wipe-on, rinse-off action—no scouring, 
rubbing or waiting 


ONLY COPPER BRITE gives you all these 
quality assurances 

Tested and approved by York Research Labora 

tory-U. S. Testing Co.» Good Housekeeping In- 








complete freedom of movement at a athahal “ . eihat 
times. It covered with highly dur stitute! Money-back guarantee on every bottle 
ab jeans cloth in dark green col : 
Die Jeans cloth in dark green color, | MOST POWERFUL ADVERTISING campaign 
utmost safety and adjustable stray in copper cleaner history 
for perfect fit Large-space ads in Good Housekeeping, Better 
Homes & Gardens, American Home, and others 
e Featured on TV and Radio, network and local 


Newspaper ads in major market areas 


Root-Lowell Issues New lg 
/ 


» 






It makes good 
sales sense to keep 
a wide assortment of 


1° 6% 
eo 










ce Duster, Sprayer Catalog Plan po" 
these sturdy Stanley A new, 52-page catalog showing geil orton 2 
Bolts in your stock. They are avail Root dusters and Lowell sprayers has / 
able in a complete variety of types been released by the Root-Lowell retail: 8-ounce, 89¢ | | 





re » ¢ th et » . 

and sizes to meet the 1 ds of all Corp. Illustrated and printed in two 
your customers. Make a selection " th talog : t , t 
from the big Stanley hardware Cat —— — oe Cae one oe 
alog. Your customers will appr« 
ciate Stanley quality and dusters, it was announced ( 

The Root-Lowell Corp. is the sales \“ 
department for Root Manufacturing 


Co. of Malta, Ohio, and Lowell Manu- eae — 
STAN LEY facturing Co., Lowell, Mich At the National & en 


A copy of the new catalog is avail- Atiantic City, Booth Ne. 1317 


1 pint, $1.49 | Du 
Ao 
OD 6 | 


lustrates a complete line of sprayers 


The Steniey Works. New Britoin, Conn 














° Reg. US. Pat. Off able upon request to: Root-Lowell 
Herdwere + Tools + Electric Tools Corp., Advertising Department, 445 COPPER BRITE, INC. 
Steel Strapping + Steel N. Lake Shore Drive, Chicago, Ill ee ee ee 
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Cheney Nail Holding Ham- 


mers ore easy te sell be- 
cause they have thet special 
feature — the Neil Holder 
thet sets the nell — and 
they ore finely made, cor- 
rectly balanced. Order some 
from your jobber today and 
see for yourself how your 


hammer soles increase. 


Representatives 
JOHN H. GRAHAM & CO 
New York, N.Y 


SANFORD BROTHERS 
Chettoncege, Tenn 


HENRY CHENEY HAMMER CORP. 


Little Falls, New York 
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Packaged Moulding 
Offered by Warp Bros. 


Warp Bros., 1100 N. Cicero Ave., 
Chicago 51, IIL, is offering packaged 
moulding for application of its win- 
dow material 

In addition to a regular wood 
screen moulding of ponderosa pine, 
the company has introduced a fibre 
moulding, made from a heavy fibre 
board that is bonded with a water- 
proof resin. It can be retailed at six 
feet for five cents and is satisfactory 
for one season installations, it was 
announced 

Both the regular wood § screen 
moulding and the fibre moulding are 
packed in neat cartons that convert 
into dispensing displays for easy and 
convenient handling, it was stated 


+ 


D-Con Co. Introduces 
Reach-Prufe Insecticide 


The d-Con Company, Inc., 112 E 
Walton Street, Chicago 11, Illinois, 
manufacturer of d-Con rodenticides 
ind insecticides, has announced the 
national distribution of d-Con Roach 
Prufe, a new insecticide which con- 
tains a recently developed exclusive 
formula called RP 200 

Roach-Prufe is a stainless, odor- 
less solution and effectively acts for 
months as an invisible killing agent 
for roaches, ants, silverfish and 
waterbugs. A money-back guarantee 
of satisfaction is given the consumer 

An outstanding feature of the new 
d-Con product is a specially designed 
dual-purpose applicator brush with 





plastic bristles which is conveniently 
stored in a built-in compartment of 
the Roach-Prufe package. The end 
of the unique brush handle is de- 
signed as a cleaning or scraping 
edge 

Packaged in full pint bottles, d-Con 
Roach-Prufe comes in a red, yellow 
and black carton which serves as a 
self-merchandising display at the 





point-of-purchase 


Safety Flashing Lanterns 
Introduced by Justrite . . 


The Justrite Manufacturing Co., 
2061 N. Southport Ave., Chicago, IIL. 
has introduced a new safety red 
flashing lantern for use in all Class 
I, Group D hazardous locations, as 
well as other spots requiring a warn- 
ing or marking light 

This portable, battery-powered 
lantern, Model] 2146-S, houses a red 
lens and a sliding switch assembly 





controlling two bulbs. One position 
of the switch produces a steady red 
beam, which can be instantly changed 
to a flashing red light by moving the 
switch. 

Additional safety features of the 
lantern include: Justrite’s “kick-out 
bulb socket, which eliminates danger 
of explosions in the event of a broken 
bulb; heavy wire guard which pro- 
tects the globe against breakage, 
spark-proof construction of all pro 
truding parts; and mounting on a 
movable base which makes the beam 
adjustable to any desired angle 

Blinking power of the 2146-S Safe 
ty Lantern is good for in excess of 52 
hours of continual burning, it was 
announced. 


. 


Stalking Master Rifle 
Announced by American 


The American Arms Co., 176 West 
Adams St., Chicago, Ill, has an 
nounced production of The Stalking 
Master, a new bolt action, sporting 
type rifle 

The new rifle is said to meet the 
American hunters’ need for an 
American-made gun with specifica 
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tions found on higher cost guns im 
ported from Belgium. Every part is 
precision made of high quality ma 
terials, it was announced 
Specifications 


include Caliber, 


220 Swift Varmint, .222 Remington 
Varmint, .270 Hi-Power, .30-06 Hi 
Power. Action: Improved Belgium 
sporting type, bolt action repeater, 5- 
shot magazine; curved right hand 
sporting safety; single stage trigger: 


low bolt handle for scope mounting; a 
quick release floor plate with a maga 
zine follower for quick 
depressing release button 
American walnut 
chrome steel, crown 
tapered four lands and 10” twist 
Sights Equipped with adjustable 
open rear sight for 100, 200, and 300 
yards, and ramp front sight; also 
available with micrometer rear 
The rifle also features 
7% pounds weight 
44% inches; 1 
retail price of 


sights 


removal by 
Stock: se- 
jarrel: 24 
muzzle; round 


lected 


sight 
butt plate 
overall length of 

inch sling swivels; and 
$99.50 with metallic 


° 


New Porter-Cable 
Dustless Sander . 


The Porter-Cable Machine Co., 
Syracuse, New York, has introduced 
a new dustless sander designed espe- 
cially for rough sanding or finishing 
The tool performs production sanding 
operations previously handled by 
heavier, more expensive machines, it 
was announced 

The sander, 
used on wood, 


Model 
metal, 


503, can be 


plastic, and 





glass. It is said to be ideal for pre- 
painting preparations, resurfacing 
desks and furniture, fittings doors 
drawers and millwork 

Over 85 percent of the sanding 
dust is picked up by the powerful 
vacuum system, which prevents the 
belt from clogging and leaves the 


abrasive grains free to do more work 
in less sanding time. The low-slung, 
large capacity bag keeps out 
of the way of the work and can be 
moved to the right or left of the rear 
handle to provide maximum conven- 
ience to the operator 

The sander weighs only 
and its perfect balance makes it easy 
to handle for long h« 
imum of fatigue, it is claimed 

Further information and descrip- 


dust 


15 pounds 


irs with a min- 
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tive literature will be provided up- 
m request to the manufacturer 


* 


New Mirro-Matic Chrome 
Electric Percolator .... . 


luminum Goods Manufacturing 
Co., Manitowoc, Wis., announces pro- 
duction of the new Mirro-Matic 
electric percolator, 


automat 


chrome 





featuring the new combination screw 


thread glass dome and patented heat 


proof plastic collar 
The new percolator is finished in 
chrome on aluminum and is easily 


cleaned by wiping with a damp cloth 


and then a dry cloth to restore lustre 
It can be used for making 4, 5, 6, 7, 
or 8 cups of coffee. Graduations 


marked on coffee basket and perco 
] 


lator assure accurate measurements, 
it was pointed out 

Classic sweep of smooth spout is 
said to assure controlled pouring, 


without dripping or splashing. Com- 
pletely automatic, the unit percolates 
and then stays drinking-hot ready for 
pouring 
The 
$19.95 


unit is priced to retail at 


° 


Draper-Maynard Issues 
Fall-Winter Catalog . . 


The 1952 Fal] and Winter catalog 
of Draper-Maynard athletic equip- 
ment is now being distributed by D 
& M. wholesale distributors. Contain- 
ing 16 illustrated pages of football, 
basketball, boxing, soccer and volley 
ball equipment, as well as sport sets, 
the new the most 
attractive complete ever issued 
by D. & M 

One full page is 
promotion of the D 
Sure-Grip” rubber line 
Sure-Grip” trade mark D. & M. are 
offering their distributors and deal- 
ers a complete line of molded rubber 
inflated balls. Made of newly devel- 
oped laminated materials, these new 


catalog is one of 
and 
devoted to the 
& M.'s new 
Under the 














$23.75 increasing 
AmEx 

MASTEREGL in spinning 
with eatro 

Spoo! 





uuwn ALREX 


AIREX CORPORATION, Division of the Lionel Corporation, 411 Fourth Avenve, New York 16,N.Y 
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the right thing when I took on the Airex line 


"Store traffic 
almost doubled 
when we featured 


Spinning..." 


WRITES AIREX BOOSTER 

R. L. McCHRISTIAN, JR. 

CAPT. MACK'S TACKLE SHACK 
MIAMI, FLORIDA 


“My store traffic began to increase shortly 
after | made a prominent display of direx 
spinning tac kle.” save Mr. MeChristian 


“Now, traffic has almost doubled and is still 


Seems like everybody is interested 


' 
men, women, youngsters, too 


My steady, growing sales and profits prove I did 


AND YOU MAKE YOUR STORE 
HEADQUARTERS FOR SPINNING 
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basketballs, footballs, soccer balls and 
volley balls are competitively priced 
and are excellent for playground use 

Two full pages in the catalog are 
also devoted to the promotion of 
sport sets which have become year- 
around sellers in the D. & M. line 

Copy of the new catalog may be 
secured from any D. & M. wholesale 
distributor, or by writing direct to 
Draper-Maynard Company, 4861 
Spring Grove Ave., Cincinnati 32, 
Ohio 


o 


Lowe Bros. Offers New 
Colors and Color Aids . 


A wide range of new decorator 
colors, including deep tones, in 
between shades, and pastels, are 
available now to paint dealers with- 
out “mixing” problems, according to 
an announcement from the Lowe 
Brothers Co., Dayton, Ohio 

Long - wearing and completely 
washable, Stylist Colors, as they are 
known, are offered in both Mello- 
Gloss and Mellotone, Lowe Brothers 
semi-gloss and flat-wall finishes; and 
they are available in matching colors 
for walls and wood-work 

The company also has announced 
a new system of color selection, 
known as the Stylist Tri-Vue Color 
Planner, available to dealers in a 





— Suulist Colors 





compact merchandising unit. The 
planner helps the customer quickly 
select colors by revealing desired 
colors at a glance and showing har 
monious colors to be used with the 
selections 

The planner displays 104 colors, 
holds three banks of color strips in 
flat chip form, perforated for easy 
removal. Twenty-two of the colors 
ere regular, and only three require 
the blending of more than two 
standard colors 

Another development is the Stylist 
Color Elevation Folder, which per 
mits the decorator to view color com- 
binations as they might appear to- 
gether in actual use. The folder also 
can be used to select the proper color 
for draperies, fabrics, etc 
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Oakes Intreduces New 
Waterer and Brooder . 


The Oakes Manufacturing Co., Tip 
ton, Ind., recently introduced two 
new products to the poultry trade: a 
new pressure type waterer and a new 
brum-type gas brooder 

The automatic waterer operates on 
any pressure water system. The pres- 
sure valve is permanently mounted in 
the sidewall of the water reservoir 
Its 24-inch hose has brass fittings for 
attachment to a '%4-inch water line, 
and its 15-inch pan provides a 
4814-inch drinking space. Height of 
the pan edge is three inches. The 
drinking pan, which will accommo 
date a large number of chicks at one 
time, is easily lifted out of the water 
reservoir for cleaning 

The new brooder features an 84 
inch-diameter canopy and was de 
signed for poultrymen desiring to 
brood chicks in groups of 750 to 1000 
Features include: heavy cast iron 
burner with capacity to consume 





————————— 
—_— 


15,000 BTU'’s of gas per hour, 22-inch 
diameter heat deflector with 1-inch 
Fiberglass Aerocor insulation, 1'2 
inch clearance for circulation be 
tween heat radiating drum and in 
sulated canopy to prevent direct heat 
losses, and a 2-way pilot and burner 
fully enclosed to eliminate fire 
hazard. An automatic regulator is 
easily accessible through a hand-hole 
at the edge of the canopy. The unit 
burns natural or bottled gas 


° 


Sandvik Introduces Saw 
for Cutting Frozen Food 


Sandvik Saw & Tool Co., 47 War- 
ren Street, New York 7, N. Y. has 
introduced the Sandvik No. 300 
“C” Saw which, in addition to its 
uses in cutting frozen food to the 
exact portions required, also has 
proved useful to housewives in cut- 
ting to serving portions tough vege- 
tables, roasts, ham and other foods 

Besides its use in the kitchen, 
the “C” Saw can also be used for 
cutting small stakes for garden flow- 
ers and tree pruning work, and the 
deep hardened Swedish steel blade 
material such as plastic, masonite, and 
soft metals such as lead 

The entire saw, both the spring 
tension frame and the blade, are 
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SOMETIMES 
WE GET 

ALL ESTEEMED 
UP 





Quickly and easily adapted to — 
| any door thickness from 1%” to 134” | 


\ j 


NATIONAL LOCKsets normally used on interior doors 
are adjusted at the factory for standard 1-3 8” door 
thickness. Those normally used on exterior doors 

for standard 1-3 4” door thickness. @ Should it be 
desirable for you to change NATIONAL LOCKset for 
specific applications, this can easily be accomplished, 








ad 


Merely remove locking screw and turn escutcheon one 


complete cycle for each 1/16” increase or decrease 


AIR thick Th lace and tighten escutcheon 
(Slotted or Phillips Heads) in door ickness en replace o ig uv 
locking screw. Write us for latest lockset catalog. 


have lots to be proud of! 
Lots of friends, that is! We’re proud of the many . 
old friends who've been nendtine Southern wood mechanism is made of selected 
screws for years. And we're proud too of the new cold rolled steel...one 
friends who every day are discovering what a . 
swell line of fasteners Southern is to sell. We piece knobs, bolt and 
hope you're already a friend of Southern. If not ~— : strike are Brass 
you'll enjoy becoming one. Here's why . . 

Southern wood screws create customer good 
will and bring you profitable repeat business 
Only top quality materials go into their manufac 
ture. Our plant is entirely modern, our machinery 
and methods completely up to date. A rigid and 
unique inspection routine makes it absolutely cer 
tain that only precision perfect screws ever leave 
the factory 

And that’s not all! Southern wood screws are 
expertly packed for safe shipping, easy handling 
and storing. Bulk screws are packed in indestruc through 
tible steel cans with sealed locking covers a jobbers 


. adjustin 
convenience exclusive with Southern y : 


, . screw 
Write today for the Southern catalogue 


FACTORY WAREHOUSES 


4100 D 4 #0 Decatur SF = Yh Street 


North Bergen, N. J Aclenta, Genegic distinctive hardware...all from] source 


SOUTHERN NATIONAL T0GK COMPANY 


SCREW COMPANY 
110 RICKERT STREET Rockford + tilineis 
STATESVILLE, NORTH CAROLINA Merchant Seles Division 
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entirely rust and 


und can easily be washed and ster 
ilized in the kitchen sink with other 
kitchen utensil 

The saw ure light in weight 


weighing only ix ounces, and have 


1 12” blade with a 


between the tooth edge and the top 


of the frame. With each carton of one 


lozen saw an attractive three-color 
display is packed, featuring the high- 
light ind the use if the iM 

° 


Small Garden Sprayer 
Introduced by Hudson 


A new, light weight compression 
sprayer of 1% gallon capacity is 
being introduced by the H. D. Hudson 
Manufacturing Company, 589 East 
Illinois St., Chicago 11, Ill Known 
as the “Favorite,” this new sprayer 
is especially suited for small home 
and garden spraying 

A new Saf-T-Lok closure provides 
easy, leak-tight sealing and safe o- 
pening of the sprayer. A new de- 
sign of spray control valve is ro- 
tatable, permitting the nozzle to be 
pointed in any direction; up, down 
or to either side without twisting 
the hose 

The hose, of chemical-resistant 
red plastic, is 5 feet long, making 


corrosion-proof, 
und thus can always be kept clean 


ix-inch clearance 








== 


it possible to set the sprayer down 
and spray an area up to 9 feet a- 
way. With the nozzle set at “stream,” 
this distance is increased to as much 
as 25 feet 

A new 5-spray nozzle is quickly 
adjustable to give extra fine, fine, 
medium, coarse and long-distance 
spray 

The Hudson Favorite sprayer is la- 
belled in full color, with the tank 
trimmed in ccntrasting blue and red, 
and with red plastic hose, it is a 
highly attractive unit 








the Popular P 















with 


TANDROTINE 





IT’S PROVEN 
IT’S ECONOMICAL 
IT’S a Quolity THINNER 


ORDER 
TANDROTINE Today! 






Get ready for 
EXTRA Sales, 
MORE Profits. 









AINT THINNER! 


ANDROTINE is preferred by both 

painters and home-owners for use wher- 
ever a high grade paint, enamel, or varnish 
thinner is needed. 


That is because TANDROTINE is such 
an excellent thinner and cleaner of brushes, 
as well as a remover of grease. It also dis- 
solves wax and does a hundred other house- 
hold tasks. TANDROTINE has a high flash 
point, a pleasing odor, long leveling, and 
~ even flow. It is slow drying 


™ @ 1} 
intr ticed 
2) 


Get your supply now! 














Wisseta Announces Ball- 
Bearing Teols, Grinders 


Wissota Manufacturing Co 
1301 S. Third St.. Minneapolis 
Min: announces ball-bearing 
equipped electric tool and sickle 
grinders. According to the an 
nouncement, the company’s line of 
electric tool and sickle grinders 
now equipped with oil sealed, pre 
cision ball bearings, is a first in 
the field 

The sickle grinder is in wide- 
spread use among farmers, farm 
service shops, and garages, it was 
announced. The new ball-bearing 
grinders are said to run smoother 
use less power and give longer 
trouble-free service 

Wissota manufactures a full line 
of grinding wheels and _ sickle 
cones, as well as tool and sickle 
grinders 

* 


Sythax Offers New 
Five-in-One Tool . . 


Sythax Co., 445 Tennessee St., 
Memphis 3, Tenn., is now manufac 
turing five practical tools in one unit 
—a scythe, brush hook, hoe, weed 
cutter, and axe 

Features include: a strong hard 
wood, oval-shaped handle; patented 
sigmoidal shank that gives proper 
balance; high-steel socket double riv- 
eted; steel channel support for blade 
that eliminates vibration; and a 
double-edge blade of fine tool steel 
that is easily sharpened without re 
moval 

The shank is extra heavy with 
steel channel support for blade, 
which is 11%” long, 3%” wide 
Weighing 55 pounds per dozen, the 
Jumbo Sythax is packed one-half 
dozen to the bundle 

Additional information is available 
from the manufacturer upon request 
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Jus is the month for vacations, 

firecrackers and fishing. Because 

ee vacation time means fishing time, 
it’s the time for you to cash in on 

tackle sales. You can when you 

handle and push H-l tackle. It's 

the « omplete line for every fisherman 

and every kind of fishing. It’s priced 

for the great mass market. . . . It's 

> i built to bring top value and satis 
2! faction to your customers. It will 

=~ bring you peak volume, fast turn- 


over and top profits. 


In July .. 


tackle buying season—H-I national 


- and throughout the 


consumer advertising is preselling 
and sending tackle buyers — H-l 


buyers —to your store. Be ready 


for them! 





HORROCKS-IBBOTSON CO. 


UTICA, N.Y. 


Manufacturers of the largest line of fishing tackle in the world 
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Duroflo 


SHALLOW WELL 
WATER SYSTEM 


A new profit-maker ideally suited for small homes, 
summer cottages, highway stores, etc., this new direct 
pressure, low cost water system is designed to efh- 
ciently perform in small spaces. It has ample capacity 
to deliver up to 500 gallons per hour depending on 
depth and operating pressure 

The outstanding, new design of the Duroflo lends 
itself to peak performance . . . throughout! For all 
shallow well applications to depths of 25 feet or less 

. you can depend on Duroflo to do a better job. 
Never before such quality, capacity and freedom from 


trouble . . . condensed into such a pleasantly small 
package . . . and the low cost will amaze you! 
Duroflo . . . where space is limited. Only 17'/,” 


high; has 2'/, gal. tank. Another quality Duro Co, 
product you'll want to sell! 


THE DURO CO., DAYTON 1, OHIO 
Duro builds a complete line of water systems and water softeners. 


For complete information on the amazing, new, low 
cost DUROFLO, mail the attached coupon today! 


Tbe Duro Co., Dayton 1, Obie 

Rush complete information on the new Durofle Pump to 

Name 

Street or P.O. Rox 

State _ 


City 
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Good to Look At 

Important to Own 
Because the little red COMET 
Lantern is decorative when not in 
use—it will sell on sight to the 
large percentage of your customers, 
who need a safe, dependable light 
for emergency use. 

Write for Dealer Helps 








CONSUMERS 
PATCHING 
PLASTER 


for crocks, holes 


and general repair 





Famous for 
QUICK SALES 
because it... 
Needs no sizing. 

Mixes white in cold water. 
Knits quickly to old plaster. 
Will not check or shrink. 


wrt wr 


Does not peel or crack. 


@ Available in 1, 24 and 5 Ib. cartons; 


2, 5, 10, 15 and 50 Ib. paper bags; 100 
and 300 Ib. drums 


—— 


ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 








CONSUMERS GLUE CO. 


N HADLEY § $1 LOUIS 6. MO 
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Arvey Introduces New 
R-V-Lite Storm Panes 


The Arvey Corp., Chicago, Il., ha 
introduced the new R-V-Lite Storm 
Panes—transparent, flexible, weath- 
er-resistant panels, ready-cut to size, 
36” by 78” 

The panes are available in two 
types: clear, tough viny! plastic, and 
No. 12 SP double-thickness cellulose 
acetate reinforced with sturdy cotton 
mesh joth materials provide insu- 




















lation against cold and wet weather 
keeping heat in and cold out 

Each unit comes packaged, com- 
plete and ready for quick, easy in- 
stallation, including 18 feet of water- 
proof framing strips, ample supply 
of nails, and complete and simple 
instructions for quick installation. 
panes are lightweight, shatter-proof, 
and durable 


° 


Olin Introduces 
New Flashlight 


A compact new flashlight, the 
Olin Traveler,” designed for use 
where both big flashlight perform- 
ance and small size are desirable, is 
announced by Olin Industries, Inc., 
New Haven, Conn 

The six-inch “Traveler” is said to 
throw a 500-foot beam, yet fit con- 





veniently into pocket, baggage, tool 
kit, physician’s bag and automobile 
glove compartment 

The all-brass, chromed case is slim 
enough to fit easily in small hands, 
but flares out sharply near the lens 
to increase illumination capacity. Its 
compact size makes it handy for use 
by women, children, night callers, 
campers, sportsmen and vacationists 

The new unit (No. 2520) has a 
three-position safety-lock switch, a 
removable end cap for easy load- 
ing and use C” size batteries. Its 


translucent red lens ring shines a 


warning circle of red when the lamy 
is switched on 


The “Olin Traveler is available 
through dealers carrying the Win- 
chester-Bond line of flashlights 

*. 


Fisherman's Accessory Bar 
Introduced by Walico .. . 


Waltco Products, 2300 West 49th 
St., Chicago 9, Ill., has introduced a 
new self-service mass display of 
fisherman’s needs that uses only 
16 x 25 inches of space. Included in 
the assortment are the basic, fast- 
selling items that fishermen want, it 
was announced, such as nylon cast 
ing line, hooks, leader spinners, 
spoons, plugs, sinkers, swivels, string 
ers, flies and floats 












WALTCO ¥ 
isherman’s 
ar 





Accessory 


The new Fisherman's 
Bar cost is $42 complete, with the re 
tail value of merchandise displayed 
being $67.14, for a profit of $25.14, it 
was announced. To keep the display 
well-stocked, Waltco offers refill 
packages for each item in the bar 


° 


Enterprise Announces New 
Paint-0-Plast Coating ... . 


Paint, plaster and color in one op- 
eration is the feature of the new com- 
bination paint, plaster, color and tex- 
ture interior coating, to be known as 
Paint-O-Plast, recently introduced by 
the Enterprise Paint Mfg. Co., 2845 
S. Ashland Ave., Chicago, Il 

Recommended for problem walls, 
Paint-O-Plast hides nail holes, plas- 
ter cracks and seams. It will cover 
wood, cement, brick, wallboard, ply- 
wood, Masonite, rocklath and other 
surfaces 

The new product is being manu- 
factured in two finishes, both a 
smooth and a sand finish, known as 
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REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS &. F. SeveERS #. C. GLOVER 


1639 W. Forge Avenue 1355 Merket Street 4524 East 60th Street 2611 Gerrison Bivd 
Chicege 26, Illinois Sen Froncisce 3, Colif Seottie, Washington Boltimeore 16, Meryierd 














GEORGE A. GREGG WALTER S. JOHNSON & SONS i. G. PULLER, 2 ROY t. ROGERS 
171346 Wyoming Avenve 917 St. Chories Avenve 644 Wellington Rood 1620 Gerfleld Street 
Detroit 21, Michigan Atiente, Georgio Jackson 6, Mississippi Denver 6 Colerodo 
THE 8. $. ALDER COMPANY AUSTIN & EDDY INC £. H. FARRAR HARVEY D. RUSH & SONS w. C. MEIBAUM & CO 
45 Warren Street 115 Brood Street 6637 Golf Drive 4638 Nichols Pertwoy 6954 Olecthe Avenve 
St. Lewis 9, Missouri 


New York 7, N.Y Boston, Mossachusetts Dollies 5, Texas Kensos City, Missouri 











STRONG ON SALES 
LONG ON PROFIT 
| a oe ont 





















TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 






World-famous Trojan 
: Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
CHAIN STRINGER and oil tempered for 
. « « full 60 welded link... cod @ long, sharp life. 
mium ploted fitted with needle, 8 


iadividvel slide hooks .. . edditional Ackermann - Steffan Div. 
slide hooks available 
PARKER MFG. CO. 


F RABILL MF G.C R aay swat Worcester, Mass. 
































& 


Insist on 
TROJAN by name 
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Hold the heads of axes 


hammers, sledges washable and available in a variety 
mallets, hatchets, of decorator’s shades and in white. 
oo anele. After the oil base finish dries it T. 4 apat¢ ey — oO 
forms an almost undestructible hard- 
poco ey ness, it was announced, and its sur- HORSE COLLAR PADS 
face formation permits periodic clean- 
ing with liquid fluids and soaps with 
out damage 


Smooth-Tex and Sand-Tex It is (Wr 


* 


GRADY WEDGES Cooper Introduces New 
Klipper Weed Topper . 





oil} 








Cooper Manufacturing Co., Marsh- For every work horse and mule. 
alltown, Iowa, announces a new pow- “The pad with the rust-proof 
er driven Weed Topper for both red hooks 


sizes of their “Klipper” power lawn 
mowers. This new attachment pro 


ro This new attachment oo | I TPO 
vides an efficient means for reducing = - -' — 


dandelions, buckhorn, plantain and TRACTOR SEAT CUSHIONS 





» RadDewil cravy WEDGES 
“Barbed to stay wedged” § 








36 No. 5 and 24 Nd. 10 Wedges for fast 
service and impulse sales. 

Rust - resistant, chip - proof — pound 
these patented steel wedges into the 
head of any handle-type tool — they'll 
never come out. — 


For every tractor and farm 
implement seat 





See your jobber or write us. 





THE AMERICAN PAD & TEXTILE CO. 


A PRODUCT OF Greenfield, Ohio 


Red Devil Tools. 


IRVINGTON 11,N. 3, USA 


MAKERS OF FAMOUS T. A 
HORSE COLLAR PADS SINCE 














The complete line includes the fol- 








lowing tvpes of sows: Rit Regular 

i Cut-off: Flooring Cut-off: Fine Tooth 
milat veed f th t 1 proper Cut-off: Easy Cut: Plarer (Hollow 

height the ree will cut them Ground Combination); N 52, No 

cleanly and evenly with the rest of 44 and No. 60 Combination; Carbide 

the gra it was announced Tipped; Dado; Nonferrous and Fric- 

tion. Furnished up to 12” in diameter 

° only, these saw come with round 

Simonds Introduces New or special shape center he les for use 

. on table, radial arm or electric hand 

High Quality Saw Blades saw machines. It will now be possible 


for any operator of Portable Electric 


Simonds Saw & Steel Co., Fitch 
Tools to obtain the special shape hole 


burg, Mass., is offering a new high 
quality, popular priced line of saw his machine requires from this new 


blades for home workshops, school line of Si-Clone Saws 


and building contractor Each saw is individually packaged 
Made of Simond’s own electric to insure delivery in factory-perfect 
ready for use and includes 


furnace steel, Simonds Si-Clone saws condition, 
helpful operating and sharpening in- 


Five price levels. They make your vill cut fast, smooth and straight; 
selling easier faster and more and they will tay sharp longer, structions 
profitable ? 
it Was announced 
Select ust the kind of bowls at * 


prices your trade will want and 
buy freely. Knowing about Old 


Colonial” and “Caesar Salad” bow 


Savage Arms Offers New 
Sales Promotion Kit. . . 


Savage Arms Corp., Chicopee Falls, 
Mass., manufacturer of Savage . 
Stevens and Fox shotguns and rifles 
is distributing a complete set of store 
and window merchandising aids to 
retail hardware and sporting goods P 
dealers 
The set features a compact, single 
unit gun stand, lithographed in 


s a must 





See Our Display at 
BOOTH 340 
Atlantic City 


J. SHEPHERD PARRISH CO. 


205 W. Wecker Drive Chicago 6, Ii. 
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FOOT AND CHECK 


with the 
famous 











THEY CAN'T LEAK 
Stratafic Foot ond Check Volves 
end leakage troubles, save their 
cos! mony times over in service 
calls. Ideal for jet type pumps 


Ask for Bulletin 203 
order from your jobber 


STRATAFLO 
PRODUCTS, inc. 


FORT WAYNE |, INDIANA 





“SURE GRIP" SHELL PACKS 


The one and only waxed rubber belt shel! pack for 
carrying rifle and pistol shells with no danger of 
loss. Shells are instantly available—protected from 











nicks and scratches. Packs fit any belt up to 2 
wide. List Price eo. $1.95. 
VARMINTER 
For 218 Bee, 22 Hornet 
and al! shells trom 22 to 
2S caliber except 22 
short ong and long 
STANDARD SPECIAL 
For all shells from 25 to | For 38 pistol or short cart- 
30 caliber. ridges from 35 to 4! 
caliber. 
LARGE 


For 300 Magnum, 348 
Winchester, 35 Reming 
ton and similar types 


'yY qverenteed necessities ere sold through 
os only. See bes: or write fer ttereture. 
——<> in the South by char S HUNTER, 198 Picardy Piece, 











=~ MERSHON CO. INC. 


EXCLUSIVE MFGRS OF WHITE LINE’ PRODUCTS SINCE 1955 


CLENDALE. CALIFORNIA « 








WRIGHT GALVANIZED WIRE STRAND 
(Clothesline) 


CONNECTED LENGTHS marked every 50 feet, four 
and six strand, No. 20 gauge. Cushion center cable, 
best clothesline construction known . . . 50° lengths. 
Also on brightly lithographed stee! spools, 500° and 
1000’. Solid . . . 50° and 100° lengths. 
WRIGHT quality wire brightly galvanized. 
Southern Representotives 
D. C. HORNIBROOK — £E. L. HORNIBROOK 

Box 176, Avondale Estates, Ge 

LAWRENCE J. BALOWIN & SON 
306 Carondelet Bidg.. New Orleans 12, La 





STEEL & 


¢.- WRIGHT wire co. 
pEWOREESTIN« MASSACHUSETTS 
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BEAYUTIFUL 





FI pation" —" @> 





You should enjoy the lux- 
ury of this five million 
dollar vacation paradise 

. hundreds of gorgeous 
acres and palm trees—on 
the ocean between Or- 
mond and Daytona Beach. 


Golf, tennis, fishing and ocean bathing at your door. Every con- 
venience for children . . . nurseries, playgrounds. Near gay enter- 


teinment . . . unsurpassed sightseeing, amusements, recreation. 
Fully equipped epertment—villa with living-dining room, seperete 
bedroom, tiled beth, electric kitchen—e Shangri-La for your entire 
family—only $59.50 weekly. Two and three bedroom villas slightly 
higher. Florida is superb right now—write for folder, rate sheets 


and any special information 


DAYTONA BEACH 


[ike):11ey: 





















bright color with three interchange ounter card on the Model 99 Hi free to Savage dealer 

able background inserts which allow Power lever action rifle, consumer nounced. Present plans ci j 

the dealer to display, one after an literature on four other models, a tional gun-stand background insert 

other, the models of his choice, the newspaper advertising mat circular and other related promotional ma 

manufacturer announced and Firearms Catalog and Price terial to be mailed out t irdware 
Other items in the set include tw List ind sporting goods dealers prior 


window treamer an attractive 


The complete package is being sent 


the Fall hunting seasor 





DLE ers 


..."Leaders in 
room heaters 
since 1897” 
GAS -OIL-COAL 


MODELS 775.52 


776.52 


Exclusive COLE ''Tilt-A-Way'’ Cabinet for easy cleaning 
Both single and dual burner models 
Gloss lined (porcelain) heating units 


Sold and serviced nationally thru leading Distributors 





Write for catalog 
COLE HOT BLAST MANUFACTURING CO. 











1ZES 
Dval— 25¢ 








938 W. Welnst St. 
o Milweukee 5, Wis. 








UKELELES, GUITARS, VIOLINS 


and other string instruments 
* 


Make extra profits by han- 


dling these additional lines. 
WRITE US FOR DEALERSHIP DETAILS 


CONTINENTAL MUSIC 


DIVISION OF C. G. CONN, LTD 


146 Marietta St., N. W. Atlanta 3, Ga. 


3817-35 South Racine Avenue 
t 
| 

















ROTO-EDGER 
Lawn and Garden 
EDGING, TRIMMING 


AND SHEARING TOOLS 


The Tools With The 
Exclusive 


FULL FLOATING 
(Compression Spring) 


KNEE ACTION 


Also Combination Power Edging 
and Trimming Equipment 


ee 


Roto-Ed Roto. Edger 
No N Rot) 
Universal 

$4.95 


Rote. Edger 
Ne. 10 
Standard 
$3.95 
«** "OG, 
oe r . 
. f 


7ee-~——— 2- P. O. Box 4080 


Write for Complete Details 
MANUFACTURED BY 


EARL L. CHADWICK CO. 


Portiand 8, Oregon 


Deluxe 
$5.95 





peeoucts .” Foctory Address 
Morita 1000 E. 60 St., Los Angeles 1, Californie 








Fam MARSHALLTOWN 


Chicago 9, Ilinois 
MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY «+ 


TROWELS 


MARSHALLTOWN, IOWA 
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FARM EQUIPMENT 


Section of SOUTHERN HARDWARE med <4 & ha 
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the Multi-Purpose Pump 
with NO extra package 
or parts to buy! 











F&W Multi-Purpose 
Jet Pump 


Shallow Well Package Unit. 


ithe VERSATILE PUMP that handles deep 
‘or shallow wells, regular or high pressure 


if your customers are worrying about falling water level, here's the pump 
that will solve their problem and make you plenty of profitable sales! The 
F & W Multi-Purpose Centrifugal Jet can be changed from shallow to 
deep well operation simply by moving the jet off the pump down into the 
well. And there are no extra packages or parts to buy. (With either the 
popular package unit or with the standard 42-gallon tank.) In shallow-well 

loperation, the standard jet gives high capacities at regular pressures ; if you 
want high pressures with somewhat less capacity you can get the high- 





ressure ejector af no extra cost. (Deep well capacities are certified and 
pproved by individual factory tests.) Here's “the champ” for adaptability 
Scombined with outstanding performance. It's a natural for you to stock 
Because it fits so many jobs sells so fast . . . and gives your customers 
ithe most for their money in dependable low-cost service! Write for full 





information today, and check below the other two representatives of the F & W Multi-P let 
somplete F & W line in deep well installation with @ 
: 42 gallon tank e 


, F & W Means Flowing Water by 


FLINT & WALLING MANUFACTURING CO., INC. 
719 Oak Street, Kendallville, indiano 











F & W VARIJET Bullet F & W Multi-Si 4 Well Jet 

Pumps 40.70% more water uses less Del: 
vers extra capacity. New automatic 
a , FAL A yb control valve assures top performance un- 
patent. Available with of without vertical de ee ae Ge 
tank, of as compact package unit illus ’ cartridge peed 


trated. '4, ‘9, 42, % HP motors. 


means Flowing Watt by Flint & Walling 


74 SOUTHERN FARM EQUIPMENT Section for JULY, 1952 











Co-owner C. E. Mayhugh, left. 
discusses a service problem 
with a prospect he met while 
canvassing the county. By go- 
ing out into the territory, diag- 
nosing and estimating the cost 
of needed repairs, this dealer 
handles parts and service work 
in excess of $100,000 annually 














Farm-to-farm 
canvass builds 








YEAR -"ROUND 
SERVICE VOLUME 


By Ress L. Holman 


























Mayhugh carries along a box of tools when canvassing the county and 
makes minor adjustments to faulty machines in the field. When major 
repairs are needed, the machine is brought into the shop later 
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at MAYHUGH & McREYNOLDS 
fA Farm Implement Co., Bowling 
Green, Kentucky, the emphasis is 
preventive maintenance, and as 
1 result of constant canvassing of 
the trade territory, the company’s 
volume from parts and service 
work exceeds $100,000 annually 
Whenever F. W. McReynolds 


o 


whose partner in the business is 
E. Mayhugh, takes off for a day’s 
canvassing he doesn’t worry about 
prospects. If he has a few strong 
leads they will, of course, come in 
handy, but the lack of them doesn’t 
low him down. Usually in his 
tours around Warren County, he 
says he can “flush” more prospects 
in a day than he can follow up in 
two weeks 

Its all very simple,” he ex- 

plained In the language we 
peak, every farmer is a prospect, 
and I may just take each one as I 
come. I carry along a box of tools, 
and if I can’t sell him a machine I 
will try to sell him some service 
It doesn't make any difference 
what brand of implements he uses, 
I will adjust any minor trouble he 
has and diagnose every major re 
pair need. I can tell him what's 

ong with his machine, price the 
repair job on the spot, take his 
order and arrange a day to pick it 
ip for shop work 

Using that kind of strategy May 
hugh & McReynolds sells more 
than $100,000 worth of service 
and shop work a year including the 
parts. Each salesman uses his own 


(Continued on page 103) 
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Southern Dealers Report on 


THE TREND IN SALES 


hon THE lull in sales in vir- 
tually all lines of retail trade 
so far in 1952, sales of new equip 
ment by a majority of southern 
farm equipment dealers are at 
least holding to levels of a year 
ago, and the feeling in the trac» 
in the South is that sales will im 


prove during the remainder of 
1952 
At the moment, however, the 


sales picture is spotty. Because of 
the severe drought in the South- 
west, sales by dealers in that se 
tion, generally, are below those in 
other sections of the South 

This situation, as of early June 
was revealed in a survey com- 
pleted by SOUTHERN HARDWARE 
among a large number of dealers 
in the 16 southern and 
western states 

While sales, on the average, are 
at least equal to a year ago, the 
number of dealers reporting 
increased slightlv 
period. Generally 
long-predicted shortages of new 
equipment failed to materialize 
and farmers, with some slight loss 
in net income, are shopping cauti- 
ously and demanding high allow 
ances for trade-ins 

For a bare majority of dealers 
inventories have not increased 
over 1951 levels, but neither have 
inventories been reduced by any 
substantial number of dealers 

Meanwhile, sales of parts by 

a small majority of dealers have 
increased over 1951. But prices be- 
ing received for used equipment 
are the cause of gloomy comments 
A majority of dealers participating 
in the survey report that prices of 
used equipment have fallen below 
a year ago, and a substantial ma- 
jority state that they are unable 
to show a profit on sales of recon- 
ditioned trade-ins 


south- 


1 de- 
cline in sales 
over the 1951 


Inventory Situation 


Question No. 1 of the survey 
asked, How does your inventory 
compare with a year ago? 
Up ‘ Down Same......... 
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A Reader Survey 


48° of the dealers participating 
in the survey indicated that inven- 
tories are heavier than a year ago, 
while 36° reported that inventory 
levels are about the same as in the 
1951 period. Only 16 percent of the 
dealers reported a decline in in- 
ventories Inventory increases 
ranged from five to 25° with the 


average rise being 13°7 


New Equipment Sales 


No. 2 how 
equipment 
compared with a year ago, 36° in- 
dicated that sales have increased 
while 24 reported that sales are 
about the same as in 1951. Foi 


Asked in Question 
sales volume of new 


those reporting a gain in sales, th 
ranged from 10 to 30° 
the average being 17 However 
40° of the dealers answering this 
question stated that sales are belo 
the level of 1951. Reported de 
creases ranged from five to as high 
as 40°7, the average decline being 
24 

That many farmers may be 
striving to get extra years of serv- 
ice from their equipment, rathe: 
than purchasing new equipment at 


Increases 


this time, is reflected in sales of 
parts 

In contrast to slow sales of new 
equipment, a majority of dealer 
52°%—report that sales of parts 
have increased. For those reporting 
an increase, the average is 16° 

Of major concern to most deal- 
ers is the fall in prices of used 
equipment. Answering Question 
No. 4 which asked, Are prices be- 
ing received for used equipment 
holding to levels of a year ago? 
only four percent reported that 
prices have increased, while 33 
percent indicated that prices of 
used equipment are no more than 
holding to levels of a year ago. Re- 
flecting the slow market for used 
equipment, 63% of the dealers 
answering this question stated 
that prices of used equipment are 
less than a year ago, the average 
decrease being 18° 

According to the results of the 
dealers have had little suc 
problem of how 


survey, 
cess in solving the 
to consistently sell reconditioned 
trade-ins at a profit. This same 
situation plagued dealers a year 
ago. Many still complain that ex- 
cessive allowances on trade-ins 
make it virtually impossible to re- 
sell at a profit. 71° reported that 
(Continued on page 102) 
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Carclessness kills customers . . . creates an impression 
that equipment involved in an accident may be dangerous. 
These are two good reasons why you should talk farm safety. 
Make sure customers know how to operate new IH equip- 
ment. Point out safety devices. Remind farmers that careless 
operatior. makes any machine dangerous, that thoughtless- 
to blame in nearly a// accidents. 


ness is pai:!s 





Proper maintenance is better than a rabbit's foot. 
Frequent stops for adjustment or repair often anger opera- 
tors —tempt them to take needless chances. Your pre-season 
IH 5-Star Service can head off most of these accident- 
breeding irritations. Here's an IH serviceman installing in 
a McCormick corn picker a new device for adjusting snap- 
ping rolls from the tractor seat. 





Motor Trucks . . . Crawler Tractors and Power Units 
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IT PAYS to Promote 
Farm Safety 





Good luck is usually good housekeeping. Every year 
thousands of farmers are injured by falls. Slipping on a 
corn cob or stepping into a hog wallow breaks arms and 
legs just as surely as tumbling from a ladder. Here's a farmer 
using his McCormick Farmall tractor equipped with a level- 
ing and grading blade to tidy up a feed lot. Reducing haz- 
ards reduces farm accidents. 





Safe work habits beat a four-leaf clover. Safety is an 
important factor in the design of McCormick farm equip- 
ment. No machine, however, is safer than its operator 
That's why you should constantly remind farmers to keep 
safety shields in place; to stop machines for lubrication; and 
to observe all the other safety precautions listed on the BE 
CAREFUL” tag McCormick machines carry 


Observe Farm Safety Week —July 20-26. Help your customers to think safety every week on the farm 


INTERNATIONAL HARVESTER 


Internationa! Harvester products poy for themselves in use — McCormick Farm Equipment ond Farmall Tractors 
Refrigerators and Freezers — General Office, Chicago 1}, Illinois 
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E. J. Blazek, owner of Bryan 
Implement Co., convinced trac- 
tor customers he could handle 
their automotive repair as well. 
This supplementary business 
enables him to maintain full- 
time staff of twelve mechanics 


This Texas 
Dealer Says 


— 


FARMALL 





You CAN Service Both 


Ve“ FARM equipment dealers 
4 expand or reduce the number 
of employees in their service de- 
partments in direct accordance 
with the rise and fall in sales vol- 
ume. But not E. J. Blazek, owner 
of the Bryan Implement Co. in 
Bryan, Texas This dealer has 
found a way to keep his service 
shop at full strength throughout 
the year and his mechanics prof- 
itably busy even during the off- 
season months 

Throughout the year Blazek 
maintains a service department 
that boasts 12 mechanics. In ad- 
dition there are three paint men, 
two trimmers, porters and washers 


Combining automotive service with trac- 
tor repair has enabled this dealer to main- 
tain a good service organization all year 


These wash cars as well as trucks 
and tractors. That is this company’s 
key to a consistently high-level 
service business. It services trucks 
and automobiles as well as trac- 
tors 

“The need for tractor repair,” 
said Blazek, “is a seasonal one 
No matter how one trys, there is 
no convincing the average farmer 
he should have his tractor inspect- 
ed and put in shape during his off 
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season. The farmer keeps putting 
off his tractor repair work until 
the last possible moment. Then he 
screams for help and he wants 
his repair work done immediate- 
ly.” 

As Blazek points out, he could 
attempt to hire extra mechanics 
during the seasonal rush. But this 
he feels, would mean that he would 
be forced to take men who could 
not hold a steady job elsewhere 
Good mechanics, he said, are not 
going to stand by in order to be 
available when a dealer needs 
them. When good mechanics can- 
not obtain steady work, they either 
move to a new location or go into 
another line of work. As Blazek 
put it, “Hiring ‘floaters’ who can 
be grabbed off the streets does 
not further a dealer's reputation.” 

“I figured that I needed 12 me- 
chanics during the rush season,” 
Blazek said. “In the off 


season 


Clean, modern shop, left, im- 
presses cust rs. pany 
found that its customers, once 
they were convinced that trac- 
tor mechanics could repair 
automotive engines, liked the 
idea of having all service work 
done in one shop 
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+ This cast iron will never make 
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Cast iron is cast iron . to most folks, at 
least. And the truth is, it would take a mighty 
sharp eye to detect, for instance, the difference 
in ‘the iron that made the anchor and the iron 
that made the winch.”’ But, man, what a dif- 
ference there is! 

And that goes for farm equipment, too. 
That's why at John Deere we refuse to take cast 
iron at face value. That’s why at John Deere the 
iron must prove itself fitted in every way for 
the work it has to do, able to take the 
stresses, strains, shocks, and wear of 
field operation. 

For example, this sample bar of cast 
iron, in one of many tests, was placed 


JOHN DEERE 


* Moline, 


horizontally on two supports eighteen inches 
apart. Then, a continually increasing load was 
directed upon its center. Instruments registered 
the load required to break the bar and the 
amount of deflection, or bend, that took place 
before breakage 
Although it took a load of several thousand 
pounds to break the bar—considerably more 
than the minimum required—and though the 
amount of deflection was nearly enough, it 
was not quite enough 
So this cast iron will never make a John 
Deere Axle Housing—because in just one 
© way it failed to measure up to the uncom- 
promising John Deere standard of quality. 


c= 


4 2 Yohn Deere Arle Housing / 
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Company's modern machine shop knows few idle periods. Signs emphasize to customers that the shop can handle 
all repair and service work on their trucks and automobiles as well as on farm equipment 


three mechanics are sufficient 
Naturally, I could not hire 12 men 
on a permanent basis and afford 
to pay them during long idle per- 
iods. In spite of this I realized 
that I needed 12 good mechanics 
part of the year. So my problem 
turned out to be that of finding 
a way to keep 12 skilled men busy 
the entire year.” 

Going in for automotive work 
to supplement the repair of farm 
equipment seemed to be the ans- 
wer 

“Every tractor owner has, in 
addition, a truck or a passenger 
car,” Blazek said. “If I could get 
a percentage of this repair 
ness, I could hire 12 mechanics and 
them permanent jobs.” 


busi- 
assure 
Customer Opinion 


Blazek began querying his cus- 
tomers: Would they have their 
automotive work done at his shop, 
providing he decided to add to his 
service? 

The majority of his customers 
liked the idea. But many raised 
one question. Were tractor me- 
chanics good enough to work on 
automotive engines? This question 
startled Blazek. He had taken it 
for granted that his customers 
looked upon his mechanics as qual- 
ified to work on any type engine 
And they were. This gave Blazek 
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the one opportunity to sell his 
tractor customers on his shop men’s 
ability. Since a tractor engine 
doesn't have the smooth sound of 
an automobile engine, it was nec- 
essary to explain the reason for 
this to some customers, and to as- 
sure them that the company me- 
chanics could do a good job of 
automotive repair 

“Once satisfied that I could 
round up a few steady tractor 
customers who would turn their 
automotive repair over to me, I 
equipped the shop to service auto- 
mobiles and trucks as well as farm 
equipment,” Blazek said 

The installation of this new e- 
quipment was enough to arouse 
the curiosity of additional cus- 
tomers. This gave Blazek the op- 
portunity to explain his new ex- 
pansion — and the reason for it. 

“I must have experienced me- 
chanics to repair your farm equip- 
ment satisfactorily when you need 
it,’ Blazek explained to his cus- 
tomers. “To do that I will have to 
hire mechanics on a permanent 
basis. But to be able to assure 
them steady jobs, I must have your 
work in order to keep them busy.” 

Farmers could understand this 
and generally favored the idea. 

“There was no selling job in- 
volved,” Blazek said. “All that was 
needed was to see the problem and 
go ahead and solve it telling 


SOUTHERN FARM 


customers what we were doing and 
why we were doing it.’ 

During the peak season, Blazek 
has another problem. He needs the 
12 mechanics to service customer's 
tractors. As fully 50 percent of 
this work is done on the farm, 
there is a shortage of mechanics 
on the shop floor to handle auto- 
motive work. This work has in- 
creased, for, in addition to auto- 
motive work coming from his farm 
customers, Blazek now has ac- 
quired business from city residents 
and has several fleet accounts 


Shop Overtime 


To solve this problem, Blazek 
works his shop overtime during 
the rush season 

“But I never charge my 
tomers for this overtime expense 
Blazek pointed out. “I can well af- 
ford to absorb this overtime. I now 
have a smoothly-operating service 
department. It is showing a satis- 
factory net profit. Being able to 
offer this type service is an im- 
portant factor in selling new trac- 
tors. Word has gotten around a- 
mong farmers that I have skilled 
servicemen on the job the entire 
year, and that has directly in- 
fluenced many of them to buy 
their equipment from us. Farmers 
have more confidence in a large, 
fully-equipped shop.” 


cus- 
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HOW KEYSTONE BUILDS 


BUY APPEAL into fan fence 


Dealers who count oa the farm trade for the major part of their business 
recognize Keystone Steel & Wire products as dependable, year in 
and year out, profit builders. Among the many reasons why 
Keystone products have become leaders in their fields, are these: 





1 Quality-Controlled Materials. From Keystone’s 
own open hearth furnace, through its own wire- 
drawing mills to the final product, Keystone keeps 
rigid control of quality. For example: the amount of 
copper used to increase rust resistance, the exact de- 
gree of hardness, the precise protective zinc coating 
are under the supervision of metallurgists who can 
base decisions on Keystone’s over sixty years of ex- 
perience in making quality fence and wire products. 


2 Time-tested Construction Features. The fence is 
woven on machines of Keystone’s own design. Knots 
give both strength and durability. For example 
Stiff stay SQUARE DEAL knots, hold like a vise, vert 
ermit the complete flexibility of the line wires. 
Pic ket-like one piece stay wires keep the fence erect. 
The knot is corrode-resisting because it will not 
hold water. There are no projecting ends to snag 
clothing or injure livestock. 
Hinge-joint MONARCH knots work like a hinge and 
give under pressure, yet cannot slip. There is ample 
wrap around the line wires — no projecting ends. 





3 Merchandising Support. Keystone provides mer- 
chandising support for dealers that not only promotes 
Keystone products but helps make the dealers entire 
operation more profitable—more significant in his 
community. Ask the Keystone representative, or 
write for facts about the Red Brand Practical Land 
Use merchandising program. 





4 Satisfied Users. Farmers in all parts of the coun- 
try recognize the extra values built into Keystone 
products ... Thousands of farmers have sta ndardized 
on Red Brand fence and easy-to-set Red Top steel 
posts, for years and years .. . their satisfaction 
assures repeat business for dealers. 


Péoxria 7, Ill. 
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You’ll Sell More Butler Products 


ands Buy 


because More Farmers Want, Butler Products 


WHY DO MORE FARMERS WANT AND quantity sales for you as a Butler 
BUY Butler Farm Equipment? The Dealer. And Butler backs you up with 
answer is your key to greater sales, 


consistent farm magazine advertising, 
greater profits ... Butler Farm Equip- 


direct mail and sales aids. Offer your 
ment has earned a deserved reputation 


for top quality and long life. One farmer Customers the farm equipment line they 


tells another—and the demand grows. 
This valuable word-of-mouth advertising time —sell Butler Blue Ribbon Line 
works for you every day — building Farm Equipment! 


want and get bigger profits at the same 





Now You Can Offer Your Farm Customers 
Butler Grain Bins with Aeration Equipment! 


BUTLER NOW OFFERS YOU best seller Butler 
Grain Bins with Butler Aeration Equipment on an 
optional basis as a further step to better, more 
profitable grain storage for your farm customers. 
Your sales and profits of Butler Bins are bound to 
go up because you're offering your customers all 
the advantages of simple grain aeration — 
improved storage, earlier harvest profits, 
and the opportunity to sell when the price 
is right —all at remarkably low cost. In- 
vestigate this new item in the Butler Farm 
Equipment line today! 



















Preferred for Fifty Years — 
Butler Stock Tanks 


YOU'LL SELL YOUR SUPPLY of Butler Stock 
Watering Tanks nearly as fast as you stock 
them! Why? Because Butler Stock Tanks 
are preferred by more farmers than any other 
brand. Farmers have been buying Butler 
Tanks for more than 50 years .. . they are 
proved in use. 


Ree a Se eto 


Here's a Feature that Really Sells Them— 
“Big Ham”, Automatic Fountain 
A FEATURE THAT CINCHES the sale of Butler 


Butler Round and Round End Stock Tanks is the “Big Ham” Fountain. It’s easy for 

Tanks feature great structural strength your farm customers to see that watering more 

plus added strength built in with animals with one tank means more time and 

spiral corrugations, deep drawn money saved. 

swedges, inset side-bottom seam ond For an extra profit builder, you can sell “Big 

reinforced tube top. Ham” Fountains for stock tanks already in use. ‘ 
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“Big Ham” Means Big Profits for You 


MORE PROFITS FOR THE FARMER always mean more profits 
for you — that's especially true of “Big Ham” Hog Feeders. 
These feeders help the farmer to big pork profits faster — 
and that fact was proved in more than two years of on-the- 
farm testing and use. Display a “Big Ham” today —let your 
customers see why their porkers get more feed with less waste 
— and you've made a sale! 











Sales-Boosting Features of the “Big Ham”, 


@ “Continuous Flow Cone” prevents bridging and caking— 
even of ground oats 

@ Self-locking cover keeps feed dry 

@ Feeder lids also protect feed from weather 

@ Feed control slides vary size of opening, permit feeding 





of different grains simultaneously 
@ Cypress skids are rot-proof, termite-proof 








Answer Your Customers’ Demand 
for Permanent Corn Storage 


HERE'S THE ANSWER 
— Butler Corn Cribs. 
Made of rugged, 
galvanized steel, 
Butler Cribs offer 
permanent, econom- 
ical storage of ear 
corn. Designed to 
better condition and 
hold ear corn until 
marketing time. 665 
and 1100 bushel 
capacities. 








Meet Farmer's Needs for 
Dependable Grain 
Loading 


RUGGED, DE. 
PENDABLE Butler 
Auger Grain Load- 
ers meet your cus- 
tomers’ need for 
dependable grain 
loading. They're 
balanced for one- 
man operation. 
Available in a va- 
riety of sizes to 
Ne meet any farmers’ 
ine requirements: 16’, 
e 21’, 27’, 41’ and 
41’ Heavy Duty. 















Every Customer a Prospect 
for Butler Feed Pans 


EVERY FARMER who 
walks into your store is 
a customer for these 
sturdy feed pans. Dis- 
play one and see! Gal 
\ vanized, 16% diam- 
eter, 344" deep. Many 
uses. Low in cost. 


nee 
RET oe 


BUTLER MANUFACTURING 
COMPANY 








[) Steck Tonks 
KANSAS CITY, MO C2 Hog Feeders 
Cc Cribs 
Galesburg, Il Birmingham, Ala . loons we 
C) Feed Pons 


dealialelale Mn Qe iki Minneapolis, Minn 


C) Well Cosing 
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(C0 Grein Bins and 
Azration Equipment 


Complete Your Line 


with Butler Well Casing 


BUILT TO LAST and provide complete 

customer satisfaction, Butler Well 

Casing is perforated or plain; 

galvanized screwjoint type. 

Add Butler Well Casing 

to your line for 
extra profits! 


BUTLER MANUFACTURING COMPANY 


7394 E. 13th St., Kansas City 3E, Missouri 








Please send me complete information on the following Butler products: 
Name 
Address.. peonintil 
City aS 
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New Idea Develops New 
Wire-Tie Field Baler . . 


A NEW WIRE-TIE field baler fea- 
turing an exclusive plunger drive 
design has been announced by New 
Idea Farm Equipment Co., sub- 
sidiary of Avco Manufacturing 
Corp., Coldwater, Ohio 

The New Idea baler is of a 
straight-through design. There is 
no twisting or sharp turning of the 
hay as it passes through the ma- 
chine. It has a top feed which 
makes possible a low machine 
with an inclined bale chamber and 
chute for easy loading onto a 
trailing wagon 

Another feature is the feed ram 
which deflects or folds the hay 
into the compression chamber 
There is no abrupt ramming action 

from the time the hay is picked 
up there is a constant movement 
to the bale chamber. This action 
saves wear and tear on the entire 
mechanism and prevents the shat- 
tering of valuable leaves, it was 
announced 

The baler is offered with either 
mounted engine or standard take- 
off. All working parts are located 
centrally and close together. A top 
feed and an inclined bale chamber 
and chute extension for easy load 
ing onto a trailing wagon are fea 
tured 

Shear bolts in fly wheel and 
main drive sprocket guard against 
breakage. The wire-tving machan 
ism is completely self-contained 
and automatic, and pickup teeth 
retract in front of the adjustable 
feed auger 
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Six years of testing and im- 
provement on prototypes in many 
different sections of the country, 
and under widely varying condi- 
tions, preceded the final tooling-up 
stage, it was announced. A few 
hundred units will be released to 
representative dealers during the 
coming season, with full produc- 
tion scheduled for 1953 


+ 


Centinental Air-Cooled 
Engines Improved .. . 


ALL THREE MODELS of the Con- 
tinental AU series of industrial 
air-cooled engines are now avail- 
able with a new external breaker 
point, condenser, and governor 
system which combines easy acces 
sibility with improved perform- 
ance and much longer service life 

The unit, developed by Conti 





nental Motors engineers and ex- 
clusive on Continental engines 
somewhat resembles the automo- 
tive type distributor-condenser as- 
sembly, both in outward appear- 
ance and in function. It consists of 
breaker points and fly-ball type 
governor driven by the camshaft 
and grouped compactly, with the 
condenser, under a quick-remov- 
able cover. The assembly is housed 
high on the engine, remote from 
the blower, which is normally an 
area of dust. 

Its most important advantage— 
the doubling of point and spark 
plug life—results from the fact 
that it operates at half engine 
speed. Instead of wasting every 
other spark, the points and the 
plug function only on the firing 
stroke, and hence wear on both is 
reduced by 50 percent. When 
points need cleaning, adjustment 
or replacement, it takes only a few 
seconds to unsnap the clips and re- 
move the cover of the unit 


+ 


New Display Piece for 
Cemfort Sprayers... 


A STURDY compact floor or win- 
dow display for dealers who han- 
dle the Boom Jet type sprayer and 
its attachments is now available 





from wholesalers, according to an 
announcement from the Comfort 
Equipment Company 

The display is designed to hold 
the complete special spraying unit 

a 5 tip boom jet nozzle unit and 
mounting bracket and adjustable 
hand gun. A colorful easel points 
out how the three pieces of equip- 
ment can be used for weed and in- 
secticide spraying of small grain 
crops, roadside and fence row 
weed spraying, orchard, livestock 
and farm building spraying and 
for fire fighting 

Details on obtaining the display 
piece are available from Comfort 
Equipment Company, 2609 Wal- 
nut. Kansas City, Mo., or any of 
the company’s wholesalers 
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Ee PERFORMANCE 


’ 
Dae 


LOMBARD’S 


NEW 
LOW COST 











TOP PERFORMANCE AT LOW COST! 

It’s yours in Lombard’s New Bow Chain Saw. With its sturdy bow attach- 
ment specially designed for rugged Southern requirements, this powerful 
light-weight has already proved its worth by setting the pace for winter 
cutting in North and Central states. 

Easy starting and light-weight, this amazing performer is powered by the 
same motor that already has set sensational economy records on thousands 
of Lombard’s straight bar saws. 









Phone or wire today for more information about the hottest 






ik 3 16 J item in the Chain Saw Field. 
Straight bor DISTRIBUTOR OPPORTUNITY IN SOME AREAS. 
PRICE $965, 

_ 


Model 3-20 
Price $271.50 


All prices f.o.b. Ashland 
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Ransom to Head NPA 
Implements Division . 


APPOINTMENT OF John Ransom 
of Louisville, Ky., as new director 
of the Agricultural Machinery and 
Implements Division has been an- 
nounced by the National Produc- 
tion Authority, Department of 
Commerce 

Mr. Ransom, who has been serv- 
ing as deputy director since August 
1951, succeeds Frank Mussell, who, 
after serving six months as direc- 
tor, returns to the Allis-Chalmers 
Manufacturing Co., Tractor Divi- 


ion Milwaukee, where he 
Eastern Territory Manager 

Mr. Ransom is on leave from the 
Minneapolis-Moline Co. of Minne- 
apolis, manufacturers of tractors 
and farm equipment. He was with 
the B F Avery & Sons Co. of 
Louisville for about 18 years be- 
fore the firm was merged last year 
with Minneapolis-Moline Co. 

Willard D. Hosford Jr. of Deere 
Co. of Moline, Ill., who has been 
serving for the past five months 
as an advisor in the Agricultural 
Machinery and Implements Divi- 
sion, has been named as assistant 











"that knows no “off-season” 


Puts the tractor to work on many 
additional labor saving jobs around the 


farm 


The | 
worlds 
largest 


selling. Sinning 


gets a lot of work done in off- 
season time. A New Idea-Horn Loader 
can be easily removed when tractor is 
needed for regular field work. A loader ‘ 
sale with manure bucket is only the be- 
a selection of ten attachments 


hydraulic invites future ‘‘add-on"’ sales. You'll profit 


loader 


a 
—— 


| New [pea 


HORN 


FARM EQUIPMENT COMPANY 


Y% 


| ; 


melgeh F0i2 Mel. iie) 


by giving your customers all the facts on 
the New Idea-Horn Loader 


Loadlews 


and TEN interchangeable 
attachments 


Dirt Bucket 


Angle Derer Biede 


Bul! Dever Blade 





ie 


to Mr. Ransom 

NPA simultaneously announced 
the appointment of Robert D. Mer- 
rill of Evanston, Ill., who has been 
chief of the tractor and harvesting 
machinery branch since May 1951, 
as Deputy Director of the Division 
He is on leave from the Oliver 
Corp. of Chicago, farm equip- 
ment manufacturers, where he 
Was manager of five different 
branches before he became mer- 
chandising manager, handling ad- 
vertising and promotion 


7. 


Shannon Named Secretary 
of Wholesalers Group .. . 


THE NATIONAL FarM Equipment 
Wholesalers Association has an- 
nounced the appointment of Rob- 
ert L. Shannon as executive secre- 


Robert L. Shannon 


tary, succeeding the late Charles 
E. Woodward, who died in Mobile 
Alabama, on May 11 

Mr. Shannon is managing edito1 
of the Northwest Farm Equipment 
Journal. Previously, he had 20 
years experience as a newspaper 
writer and editor in Minnesota. He 
was make-up editor for the Minne- 


Charles E. Woodward 
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The “BUSINESS END” 
NEw [DEA spreader 


BUSINESS Hes 


There is no question about the value of a New IDEA 

spreader nor any question about its doing a better spreading 
job. The question is—are you taking full advantage 

of the sales potential the New IDEA spreader gives you? 

Use the business end of this machine to bring you 

more business—demonstrate it, talk about it to every 
possible prospect, refer prospects to users, 

and make your franchise more valuable. 


New IDEA spreaders practically sell themselves. 


The New lots 
}-row picker 


NEw [pea 
FARM EQUIPMENT COMPANY 


SUBSIDIARY , CORPORATION 
COLDWATER, OHIO 


And don't forget 
the CORN thats 
Still to be picked 


Corn harvesting labor is cer. 
fain to be in short supply. Yau 
con do your customers a fover 
by helping them get o New | 
picker on their farm now et 
be ready to get the corn in when 
it’s ready—save them loss@, 
make them real money. 


The New toes 
2-row picker 





Sa 


apolis Morning Tribune when he 
resigned to become managing 
editor of the Northwest Farm 
Equipment Journal in 1949. Dur 
ing World War II, he served in 
the Pacific theater with the U. S 
Navy 

Mr. Shannon will maintain as 
sociation offices at the former lo- 
cation 1011 Lumber Exchange 
Bldg., Minneapolis 1, Minn 

Mr. Woodward had been execu 
tive secretary of the wholesalers 
group since its beginning in 1945 
He also had been secretary of the 
Northwest Farm Equipment As 


sociation until two years ago, and 
was editor of the Northwest Farm 
Equipment Journal from 1932 to 
1949. He was 73 years of age at 
the time of his death 


> 


M-M Promotes Rusinke 
te New Pest ...cccces 


JouHN RUSINKO, assistant adver- 
tising manager of Minneapolis- 
Moline Co., Minneapolis 1, Minn 
has been named assistant manager 
of advertising, sales promotion, 








FARM WAGONS 


The Only Complete Wagon Line 


at it 


HEAVY DUTY 
OUMP WAGON 





UTHITY 
WAGON 
BOXES 



























Lt] | 


' 
es) 
ae 


SELF-UNLOADING 
neal, 
= 


if 








© wi-speeo wacon Gear 















COBEY DEALERS 
PROFIT BY THIS 
ONE-SOURCE SUPPLY 


These features make more and easier 





sales: 


@ mine WaGon — Model 35. two wheels, 


7 ft. x 12 ft. platform, 3 tons maximum 
capacity. Easy to load and unlood 


© ntavy-pury pump WAGON—Mode! 31-A. 


Built-in hydraulic hoist operated from 
PTO, 150-bu. grain box, 7 f. x 12 ff. 
platform, 6-wagons-in-! convertibility. 


© umury wacon soxes — 10 #., 12 fr. 


14 ft. Each 100-bu. capacity 

~ Model 11-A. 
Adjustable in length ond width for use 
with any wagon box 


© stir-unioavinc WAGON — With side 


extensions and bow top for handling 
chopped forage. PTO-operated 3- chain 
conveyor 


© vi-speen WAGONS — Mode! 21-A. Quickly 


changed from Filet Platform to 100-byu 
Grain Box, Hoy Rock, Stake Rack, or 
Stock Rack; 3-ton cap., 7 ft. x 14 ft. 
platform 

Model 21-8, same os 21-A except platform 
is 8 ft. x 16 ff 


Engineered and Manutactured by 
THE COBEY CORPORATION 
GALION, OHIO 


















HAY RAKES end 
FORAGE HARVESTERS 





COBEY a TILING AND HARVESTING 








John Rusinko 


and public relations, it was recent- 
ly announced by the company 

Mr. Rusinko joined the Minne- 
apolis-Moline Co. as assistant ad- 
vertising manager in October 
1946, although he had been as- 
sociated with the organization on 
a part-time basis prior to World 
War II 

A graduate of Carleton College, 
he spent nearly five years as a re- 
porter on both New York and 
Minneapolis papers before he be- 
came an English instructor in the 
Minneapolis school system and at 
the University of Minnesota 

During World War II, he served 
as an officer in the U. S. Navy 
with overseas duty in the South 
Pacific and in China. He was on 
the staff of Naval Group China in 
charge of all photographic work 
for the Navy in the China-Burma- 
India theater. Following the war 
he became a member of the public 
relations staff of the Veterans Ad- 
ministration. He served in this 
capacity nearly a year prior to his 
joining Minneapolis-Moline Com- 
pany 

He is a member of the Adver- 
tising Club of Minneapolis, the 
Public Relations Society of Amer- 
ica, and the Washington State 
Press Club 


a 


Super Six Appoints 
Cropper Representative 


Super Srx Manufacturing, Inc., 
Minneapolis, Minn., announces the 
appointment of R. C. Cropper, Inc.. 
Macon, Ga., as exclusive dis- 
tributor for Florida, Georgia, Ala- 
bama and South Carolina 

R. C. Cropper, Inc. will handle 
the complete line of Super Six 
hydraulic tractor loaders and at- 
tachments, according to Joe Rakos, 
sales manager of Super Six 
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* Y Complete, all-year line! 





=, nie U4 = ~~ ’ Highest quality products! 
FAIRBA : f ORSE Guarantees that really guarantee! 
l Fast parts delivery! 
water syssoms dealers Free advice of factory experts! 


A 


enjoyed National advertising year after year! 


Strong local cooperative advertising! 


—_}J} 
Free by Mail aa fecal in 


_. you adding new, inexperienced salesmen? Do Then why not mail the coupon today? It will bring t 
you have counter men and other inside workers prompt response . . . by a qualified Fairbanks-Morse : 
who want to learn more about selling water systems? representative who will give you full information abqut ; 
Wouldn't you like to have a basic course that would the most satisfying water systems dealership known— 
be a big help to you in training them? Such a course and all the facts about the training course. | 

- 


have al 








is available to F-M Dealers. 


What's in the Sales-Service Course! 


Tan subjects of sales and service covered in 10 lessons. Question and answer 
sheets to be handed in for grading. Everything done by . mail. 


2. Course is designed for dealers, salesmen, servicemen. 


; 
» MER, 


3-Sales subjects covered include: basic selling principles; buying motives; steps WOR 
in making sale —getting attention; creating confidence; anticipating objections, 
handling objections; closing; finding pleasure in your work. 


4. Questions and answers (to be mailed in for correction) include: language of 
the business; types of pumps; their uses; estimating customer's needs; select- 
ing right water system; functions of parts; limits of various types of pumps; 
facts about installations; facts about servicing; functions of septic tanks; place- 
ment of water systems in relation to septic tanks and seepage lines; and many 
other facts pertinent to the sale, installation and servicing of water systems. 


5. Material, besides course itself which is included in complete course kit: Fair- 
banks-Morse Water Systems Service Manual; Fairbanks-Morse Water Con- 
ditioning Catechism; Fairbanks-Morse water systems accessories; Fairbanks- 
Morse water systems catalogs. 








Fairbanks, Morse & Co 

Chicago 5, Il 
FAIRBANKS-MoRSE Gentlemen: We would like to know about the Fairbanks Morse 

water systems dealership and the training course 


/ @ name worth remembering when you want the best inca tenes 





Your name 


HOME WATER SERVICE AND LAUNDRY EQUIPMENT + 
‘ ENGINES + GENERATING SETS + HAMMER MILLS + 
MAGNETOS + MOTORS + MOWERS + PUMPS + SCALES 


Address 
City Rd State 
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Massey Harris Adds 
New L.P. Tractors 


1 po NEW L. P. tractors, factory 
designed for operation with 
low-cost liquid petroleum gas, 
have been added to the Massey- 
Harris line of farm equipment ac- 
cording to L. M. Sweeney, Vice- 
President in charge of Sales. 

The 3-4 Plow 44 L. P. and the 
4-5 Plow 55 L. P. have all the ad- 
vantages of the regular 44 and 55 
series gas tractors plus the ef- 
ficiency, low maintenance and 
fuel costs of Butane-Propane op- 
eration, according to the manufac- 
turer 

The new models feature a special 
fuel filter. Fuel leaving the tank 
passes through an element con- 
sisting of felts and screens which 
catches the dirt and scale, deposit- 
ing them in a settling bowl, there- 
by assuring a clean fuel supply 
The element may be removed for 
servicing in a few minutes. 

A unique regulator conditions 
the fuel. This high-pressure regu- 
lator, vaporizer and low-pressure 
control are contained in a single 
unit. It converts the liquid Butane- 
Propane to a dry gas, reduces the 
pressure to less than atmospheric 
pressure and delivers it to the 
carburetor in correct volume 

An updraft carburetor is an- 
other Massey-Harris L. P. engine 
feature. A manual choke sets into 
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operation a separate set of air and 
fuel inlets for easy starting. Fuel 
consumption is controlled at part 
loads by the Massey-Harris “econ- 
omizer jet.” 

Linked directly to the carbu- 
retor, the built-in governor con- 
trols fuel delivery to match the 
load, it being sensitive to load and 
speed demands. The governor is 
pressure lubricated 

Because L. P. gas tends to vapor- 
ize quickly, it is stored under rela- 
tively high pressures. The propane 
in the fuel combination is a natural 
pressure agent until depressurized 
by the regulator. Massey-Harris L 
P. tractors are equipped with 
heavy-gauge steel tanks that ex- 
ceed the strength required to store 
L. P. gas under adequate pressure 
It’s tested under close supervision 
and meets all of the legal condi- 
tions affecting the storage of 
liquid petroleum gas. As added in- 
surance, the tanks have relief 
valves set to open at 250 pounds 
pressure per square inch. Another 
safety valve automatically closes, 
shutting off the fuel supply if for 
any reason the fuel lines become 
separated 

Standard size filler inlets permit 
refilling from a central supply— 
from the same supply the farmer 
may use for other utilities on the 
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At left is the 44 L. P. Standard 
model pulling a No. 28 plow. 
The 44 L. P. is built in Row 
Crop, High Arch and Single 
Front Wheel in addition to the 
model shown. The 55 L. P. 
shown below is available in 
Standard (foot or hand op- 
erated hand clutch) Riceland 
and Western models 


farm. A rotary gauge on the 
tractor tank determines the supply 
level and also provides a means of 
holding refills to 80% of tank ca- 
pacity to give expansion area 

Massey-Harris L. P. tanks carry 
enough fuel for close to a day’s 
work at maximum drawbar horse- 
power. The tank on the 55 at full 
volume is 46% gallons, on the 44 
Row Crop, 34 gallons and on the 
44 standard, 32% gallons 

The 44 L. P. tractor is built in 
Row Crop, High Arch, Single 
Front Wheel, and Standard models. 
Speeds on 12-38 tires are 2.48, 3.75, 
4.98, 6.47 and 13.80 . reverse is 
3.26. 

The 55 L. P. is available in 
Standard (foot or hand operated 
clutch) Riceland, and Western 
models. Speeds on 14-34 tires are 
3.26. 

Other important features of the 
new tractors include: shock re- 
sistant steering, adjustable roller- 
type drawbar for either fixed or 
swinging operations; a hydraulic- 
ally controlled, coil spring, cush- 
ioned seat to eliminate rough-rid- 
ing; a heavy duty clutch to assure 
full power delivery, etc. 

Both models are available for 
operation with the Massey-Harris 
Depth-o-Matic hydraulic system. 


sng on 








Two Candidates 
acclaimed 


by ALL Parties 















Here are two running (water) mates that are winning 

















the popular vote all over the country! The sensa 
tional Balanced-Flow tankless jet (Figure 3680) has 
no competition in the shallow-well field—and for 
depths just beyond shallow-well limits, the Goulds 
tank-mounted deep-well unit Figure 3681) is your 
sales answer 

They're doth brand new in the Goulds line—and 
already setting new sales records! We're backing 
‘em up, too—with aggressive selling and promo 
tion plans. Better get on the bandwagon—ask your 
Goulds distributor, or write 


GOULDS PUMPS INC. . Seneca Falls, N.Y. 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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Tapping the first heat of steel from the new 60-ton electric furnace, 


largest in the Southeast, at 


Largest Electric Furnace 
in Southeast in Operation 


Tue SOUTHEAST’S largest electric 
furnace was placed in operation on 
May 13 by the Atlantic Steel Co., 
Atlanta, Ga. 

The new 60-ton furnace, with its 
annual capacity of 112,000 tons of 
steel, will supplement Atlantic 
Steel Company’s three open-hearth 
furnaces, which have an annual 
rated capacity of 188,000 tons, and 
increases the firm's total steel out- 
put to 300,000 tons annually, a 50 
percent increase 

Dedication ceremonies, held in 
the firm’s new Plant Number Two, 


were attended by more than 150 
leaders from business, industry, 
labor, government and the Armed 
Forces 


The new plant, built at a cost of 
$2,500,000, is constructed on a 9- 


acre plot, adjacent to the com- 
pany’s three 75-ton open hearth 
furnaces, rolling and finishing 
mills 

am 


OTC Announces New 
Tractor Wheel Puller 


THE OWATONNA Tool Co. an- 
nounces a new tractor chain wheel 
puller which is said to make ad- 
justment of tractor rear wheels to 
the desired row width easy. With 
the puller, rear wheels can be 
quickly pulled off, the axle shaft 
cleaned and greased, and the 
wheel replaced to the desired row 
width in a minimum of time, it 
was announced 

The puller 
hooks with a 


has 
screw 


self-centering 
adjustment 
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Atlanta Steel 


Co.. Atlanta, Georgia 


which assures a straight, even pull. 
It is equipped with two 3-foot, 
3820-pound proof test %” chains 
with a grab hook on one end. A 
%” forcing screw provides ade- 
quate power to pull the toughest 
tractor wheel 

Further information and prices 
are available from OTC whole- 
salers or directly from Owatonna 
Tool Co., 368 Cedar St., Owatonna, 
Minn. 


* 


Seuthern Plew Distributes 
Super Six Leaders ...... 


THE APPOINTMENT of the South- 
ern Plow Co., Dallas, Texas, as 
distributor for the Super Six line 
of hydraulic loaders and attach- 
ments has been announced by Joe 


Capacity of the new 
attachment for New 
Holland iield for- 
age harvesters is 
high enough to fill 
a 4-ton wagon with 
soybean and sor- 
ghum silage in 15 
minutes. Used to 
convert the harvest- 
er into a direct cut- 
ting machine, the 
attachment is de- 
signed for use also 
in rough, stony land 
since the grass goes 
directly from cutter 
bar to harvester 
without first falling 
to the ground 


Rakos, sales mar.ager of Super Six 
Manufacturing, Inc., Minneapolis, 
Minn. 

The Super Six line includes four 
loaders and six attachments fitting 
most farm tractors and performing 
most farm jobs, it was announced. 
The Southern Plow Co. serves 
dealers in Texas, Oklahoma, New 
Mexico, Arkansas and Western 
Louisiana. 


* 


New Helland Offers New 
Sickle Bar Attachment . 


THIS NEW ATTACHMENT for the 
New Holland field forage harvester 
converts the machine into a direct 
cutting machine, eliminating rak- 
ing and mowing operations, for 
farmers who want to make their 
grass silage this way. The Model 
630 has been used successfully in 
crops ranging from alfalfa to cane, 
sudan grass, and sorghum-soybean 
combinations. 

This attachment is especially 
valuable in rough, stony land since 
the grass goes directly from cutter 
bar to harvester without first fall- 
ing to the ground, thus avoiding 
pick-up of stones, it was an- 
nounced. Its capacity is high 
enough to fill a 4-ton wagon with 
soybean and sorghum silage in 15 
minutes. It can be used with the 
self-powered New Holland Model 
600 or the Model 610 power take- 
off forage harvester. The Model 
630 will be available in limited 
quantities during 1952. Further in- 


formation is available from the 
New Holland Machine Co., New 
Holland, Pennsylvania, upon re- 


quest. 
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Announcing a new addition 
TO THE LINE THAT'S “FIRST IN GRASSLAND FARMING” 


The New Ho.tLaAnpD 


Fertilizer Spreader «x1 Seeder 






Two models—8 ft 


THREE NEW FEATURES TO 
MEET THE LATEST REQUIREMENTS 





and 10 ft 


OF GRASSLAND FARMERS! 





Spread or Seed Change-over from 
spreading fertilizer to sowing seed is 
easy. Flip the special three-way clutch 
to “clean-out,” pull out the drive 
shaft and remove the fertilizer bars. 
Drop the special seed bars in place 
and replace drive shaft. 


Accurate Control A unique gauge 
bolt gives a choice of 70 possible set 
tings. Settings stay put and can’t 
shake out of adjustment whether 
you're seeding two pounds of Ladino 
or spreading 200 Ibs. of fertilizer to 
the acre. 





Quick Cleaning The hinged rate 
control shutter is held in place by 
simple, spring-loaded T-clamps. No 
tools are needed to release the shutter 
so it can be swung back for cleaning 
Separate hopper bottom can be re- 
placed if necessary. 


HIS outstanding grassland machine is 

designed for uniform distribution regard- 
less of type of seed —grain, grass or legume— 
or fertilizer being used. Its accuracy gives a 
farmer more for his money. 

The eight foot model carries about 800 
pounds of fertilizer or 8 bushels of seed. 
There is also a ten foot model that handles 
about 1000 pounds of fertilizer or 10 bushels 


of seed. Both models feature the special 
clutch which shifts quickly from “in gear’’ 
to “out of gear’’ or “clean out.” 

This new Fertilizer Spreader and Seeder 
is a great addition to the line that farmers 
themselves have made “First in Grassland 
Farming.” Write us for details. The New 
Holland Machine Co., a subsidiary of The 
Sperry Corporation. 


B New HOLLAND “first in Grassland Farming’ 


New Holland, Pa. - Minneapolis - Des Moines - Kansas City + Brantford, Ontario 
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SFEM to Hold Convention 
im Atlanta, Sept. 25 - 27 


THE SECOND annual convention 
of the Southern Farm Equipment 
Manufacturers, Inc., will be held in 
Atlanta, Ga., September 25-27 

The association's board of direc- 
has announced that conven- 
tion headquarters will be _ the 
Henry Grady Hotel. 


tors 





The and 


association's 
Arrangements Committee is work- 
ing towards the development of a 


Program 


program which will be of direct 
interest to southern manufacturers 

Theme of the program will be 
“Planning Operations to Meet Buy 
ers Market Conditions. Subjects to 
come in for discussion would in- 
clude: control of inventory losses 
control of production costs, con- 
trol of administrative overhead 
and reconstruction of sales and 
service, it was announced 

One of the special entertainment 
features already arranged is the 
Georgia Tech-University of Flori- 
da football game which will be 
played in Atlanta on September 
27. A block of 100 tickets has been 
reserved for the game 


Officers 
Officers of the association are 
E. C. Gibson, Southern Iron and 


Equipment Co., Atlanta, president; 
A. C. Owen, Taylor Implement 
Manufacturing Co., Athens, Tenn., 
vice president; and Emmett Rush- 


in, Atlanta, executive vice presi- 
dent 
Directors are: Paul Garner, 


Alexander Manufacturing Co., Pic- 
ayune, Miss.; C. C. Mullen, Rome 
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Plow Co., Cedartown, Ga.; A. W 
Brann, Hester Plow Co., Jackson- 
ville, Fla., and W. F. Covington, W 
F. Covington Planter Co., Dothan 
Ala 

° 


Century Offers New 
Large-Volume PTO Pump 


A COMPLETELY new power take- 
off mounted pump that will per- 
mit spraying as much as 160 gal- 
lons an acre even at 100 Ibs. pres- 


sure with a 4-row sprayer, 110- 
gallons with 6-row, or 80 gallons 
with an 8-row sprayer has been 


announced by Century Engineer- 
ing Corp. of Cedar Rapids, Iowa 
These figures are based on 550 rpm, 
and allow for at least 20 percent 
of the pump’s output to be by- 
passed for agitation of the spray 
solution 

The new pump is especially de- 
signed for use in spraying live- 


stock, vegetable or truck crops, 
application of dinitros, which 
should be sprayed at the rate of 
75 gallons or more an acre, water- 
ing tobacco seed-beds, etc 

The new Century No. 1540 


pump, which will be offered ex- 


clusively by Century dealers, will 
provide 20 gallons a minute at free 
flow, and as much as 12 gallons a 
minute at 300 Ibs 
handle three regula: 
equipped 


It will 
spray 
four- 


pressure 
hand 
with 


guns, each 


nozzle heads 

The Century No. 1540 pump 
mounts directly on either 1%” or 
1%” power take-off spline. The 
housing is cast iron with three 
Zerk grease fittings 

The output of the No. 1540 pump 
is so great that larger hose 
strainer, and fittings should be 
used to take full advantage of its 
capacity 

° 


Dearbern Introduces Lime 
and Fertilizer Spreader . . 


A 10-Froot Dearborn lime and 
fertilizer spreader has been added 
to the Dearborn line of farm 
equipment, according to G. D. An- 
drews, vice president in charge of 
sales, Dearborn Motors Corp 
Birmingham, Mich 

The 10-foot hopper body has a 
depth of 18 inches and a capacity 
of from 950 to 1,100 pounds, de- 
pending on the type of fertilizer 
The bottom, form-fitted to the 
agitator for uniform, clog-free flow 
of fertilizer, is perforated by 20 
square dispersal holes 

The split, disc type agitator pul- 


verizes fertilizer thoroughly and 
forces the mixture through the 
dispersal holes 

The flow selector lever, acces- 


sible to the operator from the Ford 
tractor seat, regulates flow from 
150 to 5,000 pounds per acre 
The Dearborn lime and fertilizer 
spreader is capable of handling all 
lime and commercial fertilizer 
spreading jobs. It quickl) 


can be 


attached to the drawbar of any 
tractor. A tow plate of reinforced 
steel is located at the rear of the 


hopper for pulling harrows or 


other equipment 
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New Idea Announces 
Dallas Branch Head 


B. M. Netson of Chatham, II! 
has been named branch manager 
of the Dallas, Texas, branch of 
New Idea Farm Equipment Co., ac- 
cording to H. H. Boettger, general 
manager for New Idea. Mr 
Nelson had been working in the 


sales 


aoe 





B. M. Nelson 


Springfield, Ill., block since 1948 
Starting as an industrial engineer 
in farm machinery manufacture, 
he joined New Idea as a blockman 
in 1939 at Mt. Pleasant, Iowa 


° 


New Booklet Offered 
On Tillage Practices 


“A LITTLE Power—a Lot of Liv- 
ing,” a 64-page booklet written by 
Ed Robinson, author of the “Have- 
More” plan, has been published 
for the amateur and professional 
gardener by Rototiller, Inc., Troy, 
New York 

The new booklet describes a 
system of power composting which 
eliminates the drudgery of hand- 
composting; a system of cultivation 
which controls weeds without in 
terfering with roots of the vegeta- 
tion under cultivation; a way of 
readily disposing of garbage with 
benefit to the garden: and various 
mulching innovations 

Besides offering new ideas, the 
booklet conveys basic information 
on good tillage practice which both 
veteran and amateur gardeners 
will find useful, such as a table of 
lime requirements for crops. 

A foreword by C. W. Kelsey 
president of Rototiller, tells of his 
philosophy and objectives, and re- 
counts a visit to Louis Bromfield 
at Malabar Farm, an enthusiastic 
user of Rototiller equipment. 

The booklet is available free on 
request to the manufacturer. 


Power-Fle Drive Clutch 
Fer Windolph Tiller . . 


THe Wrinpo_px Garden Maker, 
versatile power implement for 
gardening, features a new Power 
Flo Drive clutch that is improved 
from the old belt clutch. It assures 
smooth, certain power with posi- 
tive protection of the machinery 
from rocks or other obstructions in 
the soil, it is claimed 

Other features of the unit in- 
clude a 2 h.p. air-cooled engine 
front and rear implement hitches, 
and simple controls mounted on 


the handle bars. In operation, the 
handles are raised to “go” and 
lowered to “stop.” 

The machine has a full line of 
accessories for tilling, cultivating 
mulching and general gardening 
landscaping. It can be used 
for grass mowing, weeding, hay 
cutting, furrowing, earth leveling 
clod busting, spraying and pump 
ing. Accessories are quickly and 
easily attached to the unit, it was 
announced 

The Windolph Garden Maker is 
manufactured by the Windolph 
Tractor Co. of Portland, Oregon 


and 











A “Helping Hand” 
at Harvest Time 





MANUFACTURING CO INCORPORATED 








Parts to fit ALL MAKES 


of cutter bars build customer 
satisfaction through service. 


When breakdowns occur in the field, your customers neéd a 
“helping hand’’. That’s why the service-minded dealer keeps a 
balanced inventory of HERSCHEL PARTS at all times. Guaran- 
teed to fit accurately the applications for which they are intended, 
HERSCHEL PARTS are first in quality and uniformity. They're 
the product of specialists in the manufacture of farm cutting 
edges for 65 years. You can always depend on HERSCHEL PARTS. 


WRITE for FREE copy of HERSCHEL CATALOG No. 87. 


R. HERSCHEL MFG. CO.., Inc., Peoria 8, 


Pioneer mokers of cutting parts to fit mowers and combines. 


Branches at: Minneapolis, Minn.; Omaha, Nebr.; Auburn, N. Y.; Harrisburg, Pe.; Toledo, 


DISTRIBUTORS: 


R. C. Cropper, Macon, Georgie 


ee ee 


The Southern Supply Co., Dalles, Texas 
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Every payday nearly seven million men and women— 
among them a large percentage of Addressograph- 
Multigraph employees —give substantial expression of 
their faith in America by putting $140,000,000 into 
U.S. Defense Bonds. 


These seven million payroll savers are not only back- 
ing up our country’s ome effort —they are provid- 
ing for their own security . . . helping to combat in- 
flationary pressures .. . and building a reservoir of 
future purchasing power. How big is the reservoir? On 
ecenien 31, 1951, the cash value of Series E Bonds 
outstanding was $34,727,000,000—$4.8 billions more 
than the cash value of Series E’s outstanding in 
August, 1945. 


Payroll savers are serious savers. Since May, 1951, 
through April, 1952, E Bonds maturing totaled $2,345,- 
000,000. But, only $593,000,000 of these matured bonds 
have been presented for payment. 75% of these ma- 
tured bonds are still held by their purchasers. 


«“,.. an expression of faith 
in the intrinsic soundness 


of our country.” 


GEORGE ¢. BRAINARD 


President, Addressograph-Multigraph Corporation 


“The purchase of United States Savings Bonds is an expression of faith in 
the intrinsic soundness of our country, and indicates foresightedness with 
respect to one’s own future needs. Since the inception of the Payroll Savings 
Plan by Addressograph-Multigraph Corporation in 1942, a large percentage 
of employees have continuously availed themselves of this safe and con- 
venient method of providing for later benefits.” 


As President of one of the first companies to install 
the Payroll Savings Plan when it was presented to 
industry in 1942, Mr. Brainard also appreciates the 
benefits that accrue to a company that has a Payroll 
Savings Plan with more than 60% employee partici- 
pation. In company after company, absenteeism has 
gone down, the accident rate has fallen off and produc- 
tion has gone up as employee participation passed the 
60% mark. 

What is the percentage of your employee participa- 
tion? If it is less than 60%, get in touch with the 
Savings Bond Division, U.S. Treasury Department, 
Suite 700, Washington Building, Washington, D.C. 
Your State Director (listed in telephone books under 
“Savings Bond Division” as well as “U.S. Treasury 
Department”) will be glad to show you how easy it is 
to reach 60%, 70%, or higher through a simple person- 
to-person canvass that puts a Payroll Savings Plan 
Application Blank in the hands of every employee. 
ales, wire or write today. 


The U.S. Government does not pay for this advertising. The Treasury De- 


partment thanks, for their patriotic donation, the Advertising Council and 
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Ottawa Chief Announces various rates of 50 Ibs. to 400 Ibs 

Fertilizer Attachment . . per acre; variation of fertilizer 
FERTILIZING CROPS can be accom- —— pS nearer ~y this 

plished while cultivating by use jodel because the fertilizer is 

of the special attachment recently forced through outlets on each side 

introduced by Ottawa Manufactur- of the row to adjustable boots at- 

ing Company of Ottawa, Kansas tached to the cultivator shovel 
Designed to fit International shanks. it is claimed. 

Harvester and John Deere tractor- ‘ 

mounted cultivators, the Ottawa . 

Chief fertilizer equipment features 


Adjustable Cone Jet Tip 
For Pertable Sprayers. . 


A NEW COMPACT spray nozzle tip 
has been announced, for use with 
portable sprayers to permit vary- 
ing the spray from a solid stream 
to a finely atomized cone spray 
This unit, named the Adjustable 
ConeJet Tip, weighs only 1% 
ounces, and fits the standard Tee 
Jet spray nozzle body and the 
Trigger TeeJet 
The unit is designed for spray 
twin hoppers of 80 lb. capacity ing such liquids as insecticides 
each. Fertilizer accuracy is gained herbicides, and fungicides, sup- 
by “double auger action,” an ex- plied in capacities, depending upon needed for full range selection 
clusive feature of all Ottawa Chief pressure, from one gallon per hour from solid stream to finely 
fertilizer equipment to 112 gallons per hour. Any set- atomized cone spray. For complete 
According to the manufacturer, ting to select spray desired is ob- information write Spraying Sys- 
positive automatic feeding can be tained by rotating the knurled tems Co., Bellwood, Illinois. Ask 
controlled in the new model at body of the tip; only a half turn is for Bulletin No. 63 
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r ACCURATE BOLT HOLES—ANOTHER REASON 


e "4 
EMPIRE evr erovucts 


WORK BETTER - LAST LONGER 


Our unique method of punching and countersinking in a single hot 
operation means better, tighter fit on the bolt between tool and standard 


SELL THE 

LINE WITH 

READY 

TRADE tree Ben 


ACCEPTANCE “PLOW MASTER 
For greater service, longer life, more 
acres of work than ever before—sp 
tillage tools made by “EMPIR 

the best in the field for 112 years. 


Weat Fucated Tempored 
FOR TOUGHNESS — FOR PERFORMANCE 


THE EMPIRE PLOW COMPANY 


0 c 
a Our Secona 4 Fenlury O< Progress 


CLEVELAND 27, OHIO 
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WANNA 


Something new in the way of farm implements in this convertible 
harrow, manufactured by the Multi-Purpose Manufacturing Co., Colum- 
bus, Miss. Designed to do the job of two conventional types of harrows. 
the tool was invented by J. P. Robertson, right. owner of the company 


Convertible Dise Harrow 
for All Harrowing Jobs 


FOR THE FARMER who can afford 
but one type of harrow, the Multi- 
purpose Manufacturing Co., Col- 
umbus, Mississippi, has introduced 
a convertible harrow designed to 
do anything a conventional tool of 
similar size will do 

Invented by J. P. Robertson 
owner of the company, the unit 
which is called the Multi-Purpose 
Disc Harrow, is finding ready ac- 
ceptance in the South and is com- 
ing into use throughout the United 
States, according to the manufac- 
turer 

The new implement is a combi- 
nation of the bush and bog harrow 
and the tandem variety. It has four 
gangs of blades—two rows 
similar to the tandem harrow 
However, by loosening a small 
number of bolts, it is possible for 
one man to swing the back row of 
discs up onto the front forming a 
bush and bog harrow. 

As a further advantage, the 
added weight of the second row of 
discs serves to press the row in use 
firmly into the ground 

The manufacturer points out 
that the two basic disc harrows: the 
two-gang, single-row bush and bog 
harrow is good for rough, over- 
grown land and the tandem or 
double-row harrow is good for 
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smooth well-kept fields. Good for 
its own kind of work, neither is 
fully efficient for all types of har- 
rowing. The Multi-Purpose Disc 
Harrow is designed for all harrow- 
ing 


° 


Killebrew and Brackman 
to Represent Chapin... . 


KILLEBREW and Brackman, man- 
ufacturers’ representatives, have 
been named to represent the com- 
plete line of R. E. Chapin sprayers 
in Kentucky and Mississippi 

The home office of Killebrew 
and Brackman is in Nashville, 
Tennessee. Jack Killebrew will 
represent Chapin in Kentucky, and 
T. D. Ragland of Greenwood 
Mississippi will cover this state 

R. E. Chapin Manufacturing 
Works, Inc., of Batavia, N. Y.. pro- 
duces a complete line of hand and 
tank-type sprayers, dusters, flame 
sprayers, and auxiliary equipment 


° 


M-M Introduces New 
Corn Husker ...... 


WITH THE cooperation of a large 
U. S. hybrid seed corn grower, 
Minneapolis-Moline, Minneapolis 


1, Minn., has developed an im 
proved husking mechanism fet 
the Uni-Huskor. This new MM de- 
sign husks so clean that some seed 
growers are eliminating rehusking 
operations, it was announced 

New Uni-Huskor features in- 
clude an oscillating raddle; a flat, 
low-speed husking bed; and ien 
36-inch husking rolls made of rub 
ber and cast iron sections that are 
alternately assembled on the roll 
This combination is said to give 
clean ears regardless of irregula 
size or moisture content 

The new raddle has a 2%-inch 
side-to-side action that rolls the 
ears as they are moved along the 
bed. The corn ears are rotated so 
that unhusked sides contact the 
rolls more often for faster, better 
husking 

Sideward movement of the rad- 
dle also lines up any ears on the 
rolls, and assures uniform spread- 
ing of the ears over the full width 
of the husking bed to secure full- 
est advantages of all available 
husking roll area. Rubber tabs on 
the steel raddle slats give a posi- 
tive and uniform movement to the 
ears. 

Large capacity of the rolls is 
further improved by the staggered 
position of the roll sections so that 
a rubber section of one roll is al- 
ways opposite a cast section of the 
next roll. This placing results in a 
rebounding action because each 
time the ear moves over to the next 
section it is rolled in an opposite 
direction. MM _ four-section roll 
construction revolves the ear to 
avoid missing any of the husk and 
permits lower roll speed to prevent 
damaging of corn 





The new flat bed design pro- 
duces better agitation of the ears 
to do an efficient job under all 
conditions. 

To assure fast and easy servic- 
ing, the Uni-Huskor bed is built 
so that any roll may be removed 
without removing or disturbing 
any other rolls 
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Spraying Systems Offers 
New Spray Nezzle..... 


A NEW SPRAY nozzle for spray- 
ing to a width of up to 66 feet 
using only this single nozzle as- 
sembly for the job, has been an- 
nounced by Spraying Systems Co 
3277 Randolph St., Bellwood, Il 

Named the Spraying Systems 
BoomJet 5430-%- 
2TOC, the provides full 


Nozzle, No 
nozzle 





coverage over the entire width of 
the spray pattern when mounted 
on a tractor, truck or Jeep. The 
assembly consists of five nozzle 
tips: two of the tips are swivel 
mounted for adjustment; together 
the five tips give a balanced cov- 
erage of spray across the pattern 
area. 

Spray is directed equally to 
either side of the BoomJet, al 
though the unit is available in a 
similar design for spraying to one 
side only. Built in a range of sizes 
to give capacities, depending upon 
pressure, of from 1.0 to 20.8 gal 
lons per minute. 

Complete information and data 
sheet is available from the manu- 
facturer upon request 


° 


Massey-Harris Sets 
High Sales Record 


NorTH AMERICAN and world 
sales for Massey-Harris Company 
set records for the year ending 
October 31, 1951, according to an 
announcement by J. S. Duncan 
Chairman of the Board and Presi- 
dent, Massey-Harris Ltd 

North American sales, including 
products of the company’s Cana- 
dian and United States plants sold 
to subsidiaries and dealers in other 
parts of the world, reached the 
new high of $197,362,551, an in- 
crease of $33,234,353—20.2 per- 
cent over the previous record in 
1950. World sales of $251,876,956 
were 28.5 percent above last year 

Although the concern realized 
record sales of $197,362,551, con- 
solidated net earnings dropped 


$162,082 to $15,378,721 or from 
$2.28 a share to $2 a share for the 
previous yeal 

Net profit was listed as $13.,- 
103,721. Mr. Duncan said the re 
duction in net profit is due to 
higher income taxes, rising ma- 
terial and labor costs, reduction in 
exchange premium and use of 
large quantities of materials and 
components purchased at greatly 
increased costs from other than 
the usual sources of supply 

The outlook for 1952, Mr. Dun 
can said, is one of confidence, with 
availability of materials the most 
important determining factor in 
this year’s operations. Defenss 
programs will make heavy de 
mands on materials, he said, but 
the maintenance of farm produc 
tion will continue with high 
priorities for materials 


+ 


Bolens Intreduces Small 
Garden Tractor ...... 


BoLeNs Propucts Division, Port 
Washington, Wis., has introduced 
a new garden tractor, Model 10CB 
Handi-Ho 

This one wheel tractor features 





a more powerful 2% H. P. Briggs 
and Stratton engine; a larger, tear- 
drop gasoline tank; natural grip 
handles; finger-tip control of 
clutch, throttle and stop switch; 
pivoted tool control accuracy; and 
scientific balance 

The new Model 10CB Handi-Ho 
which is a companion model of the 
1.6 H. P. Model 10C, is said to be 
the first tractor of this type to 
feature a streamlined hood. The 
new hood prevents tall grass o1 
weeds from becoming entwined in 
the engine mechanism 

Bolens dealers throughout the 
nation will have this unit in stock 
in time for the summer gardening 


season 











carton. 








FINE EDGE TOOLS 
SINCE 1886 


NE 


COUNCIL Ditch Blades are made of high carbon steel, 
with both edges sharpened. Tempering is done in 
electrically controlled furnaces. All handles are first 
quality hickory, with oval grip. Packed one dozen to 


Write for descriptive catalog on Ditch Blades, 
Bush Hooks, Weed Cutters and ailied items. 


Distribution through jobbers. 


THE COUNCIL TOOL COMPANY, INC. 
WANANISH, NORTH CAROLINA 
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New Herizental Cutter 
Introduced by Humboldt 


THE SILBAUGH Mpc. Co., of Hum- 
boldt, Iowa, pioneer manufacturer 
of power-driven stalk cutting 
equipment, has recently intro- 
duced the “Humboldt Horizontal 
Cutter” to the farm trade 

The new horizontal cutter has 
been designed to cut and shred 
corn, cotton and maize stalks, 
potato vines, weeds, sage brush 
grain stubble, etc. It can also be 
used in mowing and clipping op 
erations for airports, golf courses 
right-of-ways, fence rows and 
ditch banks 

The new cutter: 
the tractor pto. An extra heavy 
double-edged reversible 60-inch 
blade cuts a full 5-foot swath at 
an approximate speed of 600 RPM 
Blade can be raised from 0” to 12” 
An easy operating screw lift raises 
or lowers the cutter to desired 
cutting height, or a standard 
length 8” hydraulic cylinder may 
be used for complete operation 
from the tractor seat. Additional 
10” of height can be obtained by 
raising the heavy duty gear box 

The exclusive height adjustment 
mechanism enables cutter to re- 
main parallel with g: und at all 
times. Three wheels and floating 
prevent machine from 
digging in front or back on uneven 
ground. The new Horizontal cutter 
weighs approximately 925 Ibs. and 
has removable grates, safety 
clearance rail and two safety 
swinging deflectors for greater 
protection 

The company will continue to 
manufacture and distribute the 
Humboldt cutter and shredder for 
exclusive row crop stalk disposal 
needs. Illustrated literature and 


is powered by 


tongue 
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prices for the new Humboldt Hori- 
zontal Cutter are available from 
the manufacturer 


* 


Jamesway Announces New 
Magic-Flow Feeder ..... 


THE NEW JAMESWAY Holly 
“Magic-Flow” mechanical poultry 
feeder delivers up to 500 pounds of 
feed per hour without chains. In 
the feeder, announced by the 
James Mfg. Co., Fort Atkinson, 
Wis., there is nothing in the 
trough but feed 

A single motor keeps feed flow- 
ing along 620 feet of trough by 
moving the trough back and forth 
sharply in %4-inch strokes. A large 
variety of trough lengths and ar- 
rangements is possible because of 
the absence of corner mechanisms 

Feed moves along in each main 
line trough at 10 to 12 feet per 
minute without being churned up 
or clinging to the side of the 





trough. Heavy feed particles do 
not settle to the bottom, nor does 
light feed sift to the top. Feed 
drops from one trough into another 


that moves feed at right angles, 


making it possible to do away with 
gears and corner sprockets 

The ‘“Magic-Flow’ principle 
will move feed up normal inclines 
which means that troughs need not 
be level and that irregular floors 
are not a problem with the new 
Jamesway feeder. 

A float riding in the trough 
regulates the level of feed moving 
in the trough by actuating the 
automatic feed door in the hop- 
per when more feed is needed to 
maintain the level preset by the 
operator. Constantly filled troughs 
increase feed consumption 

Troughs, easily adjustable in 
height for birds of all ages and 
easy to move for cleaning the 
poultry house, are covered to keep 
out dropping and bedding and to 
provide roosting space. The giant 
hopper may be placed at any point 
along the line and can be filled 
from overhead bins 


. 


New Conversion Kits for 
Old Medel Farmall Units 


A NEW conversion kit, available 
for Farmall H's, M’s, and MD's, 
has been announced by M & W 
Gear Co.. Anchor, Ill. The kit adds 
four more field speeds—6, 7%, 9 
and 11 m.p.h., through the use of 
larger, aluminum pistons 

The designer of the new kit, A 





J. Warsaw, reports that the gears 
and pistons are adaptable to all 
makes of tractors. So far, how- 
ever, they are only available for 
Farmalls 

The new transmission is said to 
be 100 percent serviceable. All 
parts can be installed without any 
machinery or factory fitting 
Transmission conversion requires 
the removal of only three old gears 
and the addition of six new gears 
All gears are located inside the 
original transmission case and are 
controlled from the regular shift 
The only addition to the outside of 
the tractor is a simple, 2-position 
clutch control. With the control in 
engaged position, first gear be- 
comes fourth, second becomes 
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fifth, and so on. 

New pistons give drawbar pull a 
boost on both Farmall H's and M's 
On M's this amounts to more than 
5 h.p. The new kit is said to offer 
farmers a completely up-to-date 
tractor for an outlay of less than 
$300. The kit makes Farmall! M’s 
as powerful as any row-crop trac- 
tor and gives a better selection of 
field speeds than the latest models, 
it was announced 

The gears and pistons are avail- 


able through most International 
Harvester dealers, it was an- 
nounced 


° 


New Idea Issues “Seld” 
Signs te Dealers ..... 


REALIZATION THAT Government 
inspectors view the many ma- 
chines stored at the dealer's place 
of business as his unsold inventory 
prompted the New Idea Farm 





Equipment Coldwater, 


Company, 
Ohio, to supply its sales organiza- 
tion with large “sold” tags to label 


the equipment that is actually 
“sold” but not yet delivered 

For use on tools manufactured 
by New Idea, or by its competitors, 
the over-all objective of the large 
red tags is to dispel the miscon- 
ception that a surplus of farm 
equipment beyond the farmers’ 
needs is one the market today. Use 
of the tags will remind the unin- 
formed 

“There are still serious short- 
ages of important harvesting ma- 
chines,” said Mr. Boettger, general 
sales manager for the Avco Divi- 
sion. “Only by manufacturing and 
selling them in advance of the sea- 
son they are needed can we as- 
sure that the farmer will have the 
tool when he needs it. In addition, 
early delivery by the manufacturer 
gives the dealer time to assemble 
and adjust each machine before 
delivery. 


“It is also characteristic of the 
farm equipment business that ma- 
chines bought and paid for many 
months before they are needed are 
often left in the dealer's warehouse 
or on his lot. As the time for use 
of the machine approaches, it is 
delivered to the purchaser.’ 


e 


New Retary Tiller Added 
Te Cheremaster Line... 


A NEW ROTARY tiller has been 
added to its line of power garden- 
ing tools, according to Chore- 
master Division, The Lodge & 
Shipley Co., 212 Evans St., Cin- 
cinnati 4, Ohio. 

The Choremaster power tiller is 
light in weight and is equipped 
with fingertip controls. It will per- 
form all power tilling jobs, includ- 
ing preparation of seed beds, fur- 
rowing, cultivating, mulching and 
composting. Sold completely as- 
sembled and ready for use, the unit 
is powered by a Briggs & Stratton 
142 h.p. motor, and has specially 
designed, right-angle tines which 
have a knife-type action in cutting 
weeds and mulching 

The blades will till to a 9-inch 
depth, a minimum width of 12 
inches and a maximum width of 20 
inches. The transmission is so com- 
pact that there is dead space be- 
tween tillers, assuring ground will 
be broken into workable lumps. 

The Choremaster tiller has a 
compact transmission of a worm 
and bronze worm wheel design 
Other construction features are a 
high tensile strength cast iron 
frame and oilite bronze bearings 
for increased safety and longer 
wear. Handle construction is de 
signed to give operator maximum 
control with easy effort 

Detailed literature is available 
from the manufacturer upon re 
quest for Bulletin No. 1713-25 
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Specialized 


FARM EQUIPMENT 


The Hume trademark means 
proven designs, proven quality, 
proven salability — a special- 
ized line with big volume, big 
profit potential. 





Picks up down-tangled crops of small 
grein and soybeans. Fit all combines. 





Makes your present disk a rigid, hydrau- 
lic disk also acts as disk transport. 





, PERFO 

CROP GUARD 
Allows for high-speed cultivation of 
small plants without damage from 


lumps, smothenng 





TractoR-Rower (leit) cuts and wind- 
rows in one operation. Windrow Loader 
loads at high speed. The periect green 
crop harvesting team 


Aléo MANUFACTURERS 
of Cut-Lode Harvesters, Lifter Guards, 
Floating Cutter Bars. Write for details 
on the Hume line and dealership 


H. D. HUME COMPANY 
Mendota 26, Illinois 
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Owatonna Tool Manual 
for Harvester Co. Tractors 


A NEW 12-PAGE manual by the 
Owatonna Tool Company gives 
complete information on new OTC 
tools especially designed for serv- 
icing Internationa] tractors. Both 


SERVICE 
TOOLS ¢ 
INTERNATION 
TRACTOR: 





manual and _ hydraulically - op- 
erated pulling tools are shown with 
attachments and accessories for 
use with the OTC Power-Twin 
Hydraulic Puller. Also illustrated 
is a Conversion Set with which 
manually operated sets now in use 
may be converted to hydraulic 
power 

The tools, which are approved 
and recommended by the Inter- 
national Harvester Company, will 
accomplish practically all the pull- 
ing and installing operations on 
International wheel tractors in- 
volving bearings, gears, bearing 
outer races, couplings, pinions, 
pulleys, wheels, sleeves and other 
close fitting parts. Included also 
are several pages showing these 
service tools in action 

A free copy of the OTC Bulletin 
No. HC-52, “Service Tools for In- 
ternational Tractors” is available 
from Owatonna Tool Co., 368 
North Cedar Street, Owatonna, 
Minn 

4 


Myers Adds New Packaging 
Program for Small Parts 


“OPERATION BOXBOARD,” a recent 
packaging improvement program 
by the F. E. Myers & Bro. Co.. Ash- 
land, Ohio, is expected by com- 
pany officials to result in increased 
selling of Myers small parts 

The new packaging program has 
placed 26 separate water system 
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and power sprayer parts and 
Myers complete pump leather line, 
some 95 pieces, into attractive, 
metal-edged cardboard boxes. The 
company plans within a short time 
to use the new cartons for prac- 
tically all of its small parts line. 

The boxes are imprinted, green 
on yellow, with the Myers trade- 
mark and a label for easy indenti- 
fication of parts. The boxes are 
sturdy enough to provide protec- 
tion of parts in shipping; and after 
the part has been removed, the 
carton, which is plastic-coated in- 
side, can be used as a container by 
the customer 

Myers presently is using cartons 
of 23 different sizes, as large as 
6x6x6 inches and as small as 
2x1-11/16x1-11/16 inches 


o 


New Dureflow Pump 
Announced by Dure . 


THE Duro Co., Dayton, Ohio, 1s 
now producing a new direct pres- 
sure, jet type water system, The 
Duroflo Pump, especially designed 
for small home, summer cottage, 
highway store, etc., installation 
The new Duro Pump is compact, 
economical, and engineered to ef- 
ficiently perform in small spaces 
with ample capacity to deliver up 
to 500 gallons of water per hour, 
depending on depth and operating 
pressure, it was announced. 

Every operation of the new 
Duroflo is completely automatic. 
Recommended for all shallow well 
applications to depths of 25 feet or 
less, the complete system is only 





17%” high and has a 2% gal. tank 
It is self priming, complete with 
heavy duty, capacitor type % H.P 
ball bearing motor. Dual voltage, 
110 or 220 V, with built-in over- 
head protection, is available 

Complete information and spec- 
ification chart are available from 
The Duro Co., Dayton 1, Ohio, up- 
on request. 


SOUTHERN FARM 


Seuthern Dealers Report 
on the Trend in Sales . . 


(Continued from page 76) 


they are not able, as a rule, to 
show a profit on the sale of trade- 
ins. 

Following are some _ typical 
comments on the reason for this 
situation: 

Tennessee—“Have to pay too 
much for trade-ins due to competi- 
tion.” 

Mississippi—*As a rule I get my 
trade-in allowance and cost of re- 
pairs.” 

Texas—‘“Heavy inventories of 
dealers, also cut prices on new ma- 
chines.” 

Mississippi—*“Farmers who buy 
used equipment don't have the 
money now.” 

Oklahoma—*“Allowances are too 
high.” 

Kentucky—"“Not able to trade 
them low enough.” 

Alabama—‘Having to allow too 
much.” 

Arkansas—“The value of pull 
type combines has decreased con- 
siderably due to smaller soybean 
crop and self-propelled combines.” 

Texas—“No market for them.” 

North Carolina — “Competition 
in the farm machinery business is 
getting greater every year. A lot of 
new dealers have sprung up over 
the past few years and some of 
them are hungry for business 
These dealers are going out when 
they hear of a farmer wanting to 
trade in a used piece of equipment 
and giving top prices for it 
Therefore, when you have to al- 
low exactly what a used machin 
is worth you can not sell it for a 
profit.” 

Virginia—“Lack of demand 
Competition for farm business.” 


Sales Outlook 


In answer to the question, What 
is the outlook for sales of new 
equipment during the remainder 
of the year?, 66% expressed the 
belief that sales would be from 
fair to good, while 25° believed 
that sales will be slow 

Following are the predictions of 
a number of dealers regarding the 
outlook for sales of new equip- 


ment during the remainder of 
1952: 

Texas— ‘Better.’ 

Alabama — “Business looks 
good.” 


North Carolina—‘In our area, 
very good.” 
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Tennessee—"“About like last 
year.” 


Mississippi — “Good from what 
I can see now.” 
Texas — “Slow — farmers are 


buying with caution.” 
Oklahoma—* Fair 
North Carolina—*“Good.” 
Kentucky—"“A good, but com- 
petitive, sales market.” 
Virginia—"I think it will be 
about normal.” 
North Carolina 
same as last year.” 
Georgia—*Good.” 
Texas—*“Very poor.” 
Mississippi—‘“Good.’ 


“About the 


Arkansas—“One half of last 
year, but parts business looks 
good.” 

Alabama—*Slow.” 

North Carolina—‘We believe 


sales of new equipment will be 
from 10 to 15° higher than last 
year.” 
Oklahoma 
tractors.” 
South Carolina 


° 


“Slow, especially on 


“Good.” 


Super Traction Twins 
Introduced by Debbins 


DosBBINS MANUFACTURING Co., 
Elkhart, Indiana, announces the 
new, redesigned Super Traction 
twins: the 245 Super Traction 


Duster with “center-balance,” and 
the 4040 Super Traction Sprayer 
with “front wheel drive.” 

The new 245 duster is designed 
handling and 


for easier more 





efficient dusting, accomplished by 
the “center-balance” principle 
This sprayer has four fan-type 
nozzles, fully adjustable, for dust- 
ing rows up to 72” apart and 60” 
high. Other new features include 
an improved, heavy-duty cast iron, 
dust-proof gear box and a large 30 
lb. capacity hopper 


The new 4040 sprayer has been 
redesigned from rear-wheel to 
“front wheel drive” for greater 
maneuverability and easier han- 
dling. This sprayer has 6 high 
pressure nozzles, adjustable to 62” 
wide with boom in horizontal posi- 
tion or from the ground to 50” high 
in vertical position. It has a 25 gal- 
lon welded tank and a 2 cylinder 
double-action pump 


° 


Oliver te Spenser 
Dealer Councils . 


DEALER Apvisory Councils to as- 
sist the general management of the 
company in the evaluation of field 
problems will be sponsored in a 
program which has just been an- 
nounced by A. King McCord 
president of the Oliver Corpora- 
tion, 400 West Madison St., Chica- 
go 6, Ill. 

In a letter to managers of its 14 
principal branches in the United 
States and Canada, Mr. McCord 
advised the regional sales execu- 
tives that beginning early next fall 
each Oliver Dealer Club will be 
asked to elect an advisor, who will 
join representatives of other Deal- 
er Clubs in regular meetings with 
Oliver branch managers and their 
staffs. Managers in turn will co- 
ordinate the reports of the Ad 
visory Councils under the direction 
of Merle S. Tucker, Oliver vice 
president in charge of distribution 

Mr. McCord stated that the in- 
creased size and importance of the 
farm equipment industry since 
World War II has made the need 
for such Councils increasingly ap- 
parent. He expressed the belief 
that dealers will gain substantially 
through this opportunity to serve 
the company in an advisory capac 
ity. Also, Oliver will benefit sub- 
stantially from the observation 
and experience with which these 
dealers can help guide company 
policy, the president pointed out 


° 


Service Volume 
(Continued from page 75) 


method, but all M & M salesmen 
sell service out in the field. While 


service volume in itself is im- 
portant, these dealers feel that 
their dependable service work 


leads to the selling of more equip 
ment 

McReynolds has numerous ways 
of winning friends and influencing 
customers. He likes especially to 
contact farmers when they are 
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NEW, Automatic Lifter 


GRASSBOARD 


BREAKAGE 


WHEN BACKING 





* COMPLETELY AUTOMATIC 


tastall and forget it! 

* POSITIVE ACTION 
Foolproof operation! 

* EASY TO INSTALL 





CAN PAY FOR ITSELF —in One Day 
In Savings On Grassboards 


At last! An automatic lifter 
that prevents grassboard 
breakage, and saves time 
and money for the farmer! 
At slightest backward or 
turning movement, lifting 
assembly forces grassboard 
up to prevent digging in 
ground, or fouling in heavy 
grass, weeds, etc. Installs 
in minutes — no adjust- 
ments or special mowing 
procedures. Completely au- 
tomatic—nothing for driv- 
er to operate. Today's big- 
gest news in mower equip- 
ment. Get full details today! 


ASK YOUR JOBBER—or 
Write Manufacturer 


COMFOR . 


PRODUCT 






2609-00 WALNUT KANSAS CITY 6, MISSOURI 
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I sell 
the finest... 
I sell 
DEMPSTER! 





because my cusfomers want 
quality water systems... 


My customers seem to want every last dollar's 
worth of value—no matter what they buy. They 
don't plan on early replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer's favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it... 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm! 


SHALLOW - WELL 
JETMASTER — Only 
one moving part. No 








and exceptionally 


special pressure tank 
needed Easily installed 
efficient 


ER — ideal tor 
offset installation, or to 
be set directly over the 
well. Unusually simple 


DEEP-WELL JET- 
MAST 











im operation only one 
moving part 

DEEP WELL WATER 
SYSTEM — Positive 





Modern 











electric motor of gaso- 
line engine operation 
Can be supplied with 
windmillattachment 


lubrication 
4 design Available for 


CENTRIFUGAL 





PUMPS — impellers 
are sem: enciosed for 
greater efficrency. Bal 
anced drive shafts nde 4 
on double Timken Bear i 














ings. There are no better 





imngation pumps made 
than Dempster Centrit 
ugel Pumps 


America’s Quality Line of Farm 
Water Systems 
Pumps @ Tanks © Windmills © 


Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 
Beotrice, Nebraska 
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actually operating their machines 
He knows that a certain percentage 
of these machines will be giving 
some kind of faulty operation. Its 
a great relief to the owner to have 
some one who can do something 
about it come along at such time 
McReynolds pulls his tools out of 
his truck and usually in a matter 
of minutes has the equipment re- 
paired. If it is only a minor ad- 
justment he may make no charge 
at all. If it is something larger he 
will point out the difficulty and 
tell the owner what it will cost and 
possibly get another shop order 
In that way the shop stays busy 
the year ‘round. During idle 
seasons, McReynolds will check the 
farmer’s implements in the shed 
and sell him on the idea of getting 
them repaired before he needs 
them. This is a real accommoda- 
tion to the farm owner to have 
some one come along and make a 
complete diagnosis and appraisal 
on his own premises. He learns, 
without lugging his machine to the 
shop, what it will cost to get it 
fixed. In making this canvass Mc- 
Reynolds sells many paint jobs, 
new motors and complete over- 
hauls, making dates for the imple- 
ments to be brought to the shop 


Parts Inventory 


To further boost its service busi- 
ness, the company stocks those 
parts most in demand for all types 
of equipment sold in the trade 
area. These dealers regard all 
farmers as prospects for sales and 
service, regardless of the manufac- 
ture of equipment they are using 

The field sale of service not only 
is a means of keeping the repair 
shop busy, but also is an ideal ap- 
proach to the sale of new and used 
equipment. Frequently, in check- 
ing an old tractor or combine, Mc- 
Reynolds sells the prospect on buy- 
ing a new unit or better used 
equipment. He paves the way to 
such sales by offering to accept 
virtually anything in trade 

He will take as a trade-in a cow, 
mule, crib of corn, any kind of 
field seed, or anything else the 
farmer wants to trade. This policy 
is another thing that makes every 
farmer a prospect. There are few 
farm owners who don’t have some 
hard-to-move item they want to 
sell. The firm has taken in on new 
implement sales many a crib of 
corn by offering to pick it up at 
the crib and save the owner the 
time it would take to deliver it to 
the market himself. It is sold either 


to a grain dealer or to another 
farmer, and a nominal drayage is 
added for handling. 


Since the company salesmen 
know a large majority of the 
farmers in the county, they fre- 


quently know of some farmer who 
has a need for the item they are 
accepting in trade 


Attending Auctions 


When McReynolds starts out 
with his pick-up truck and box of 
tools each morning he not only 
visits owners on their farms, but 
makes a special effort to attend 
every auction sale where he can 
find a large number of prospects 
together. He meets them at the 
crossroads store and on the road 
for friendly chats. In this way he 
gets many an invitation to “come 
over and take a look,” which de- 
velops another appraisal job for 
him and his box of tools 

“One morning when I left the 
plant I didn’t have a_ single 
prospect on my list,” he said. “I 
didn't know where I was going or 
what I was going to try to sell. But 
before I got back to the plant that 
afternoon I had sold three tractors 


“I ran upon the first buyer at an 
auction sale where I started talk- 
ing with a number of farmers I 
knew. I found a man who was in- 
terested in buying a used machine 
of a certain size and make, but he 
had two mares that he wanted to 
sell. It looked like a nice order so 
I made him a trade-in offer on the 
animals and closed the deal. I sold 
the mares to another farmer the 
same day for a $10 profit. 

“I left the auction and stopped 
to talk with a man further up the 
road. I learned he needed a tractor 
of a certain kind. I had it, and he 
got it on a cash deal. I closed out 
the third deal on a farm I visited 
I learned that this prospect had 
two mules he wanted to dispose of 
I made him an offer and closed an- 
other fine tractor sale. I knew 
someone else who needed the 
mules and sold them next day at a 
break-even price.” 

In most of the deals where live- 
stock is accepted in trade the own- 
er usually agrees to keep them un 
til new buyers are found. If this 
can't be arranged Mayhugh has a 
barn and a pasture where they can 
be quartered while waiting for a 
new buyer 
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SPRAYER 


Finest knepseck sproyer mode. 
Pump lever develops high pres- 
sure easily while sproying. 5 
gol. rinc-grip steel or copper 
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Streamlined BLIZZARD SPEEDEX GARDEN & 

Gagper Continues Sprayer TREE SPRAYER 
® Selid brass. 
FLAME GUN SPRAYER ) ay — 
HUNDREDS OF USES World's finest continvevs spre ; oushneen 
2000 degrees controlled heot. Lerge, glistening solid “copper . ’ 
Destroys weeds, brush, rubbish tonk berre! is highly pol- shrubbery, 
For burning safety strips ond ished bross. seomiess Appeoling, feowers, weed 
fre lanes. 4 gol. tonk. 7 ft modern design. Spreys ony killing, ete. 
oa proot hese. Light. Compoct liquid. Pint, (39 ounce). ry ty belt 
renge sil . a pepvier. A fest seller. 4 Lew priced In big demond. 
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5 PRACTICAL TOOLS IN 1 M Security Hardware 
Security Hardware M ‘ 
Ine ° : 
(Scythe—Brush Hook—Hoe—Weed Cutter—Axe) MeKay Company + Simplicity Mamut ( 
a McKinney Mfg. ¢ a eo \ 
A ‘ & , s! asker Le 10 
X \ A quick profitable selling tool for all these uses: Scythe — —— a ; Smith ’ " 0 4 105 ' 
ann ge Tool Co “a 
V\ —does twice the work in the same time with half th Marshalltown Trowel ¢ T2 South Bend Bait ‘ 
; 4 e et ee Ae South Bend To 
\ \ effort. Brush Hook—cuts brush and heavy cane. Hoe— Master Lock Co Second Cover aa ~ ae ‘ 4 
4% for around maintenance poles, etc. Weed Cutter— oe ee Metals Products. Ir 7 Seathera Serew "Co. f 
- el . sets Co so 7 st 
< cuts any kind of weeds. Axe—cuts smaller grubs. Mershon Co., Ir " Ce c, : 
A Millers Falls Cé neaten ‘ ‘ 
®) Made with strong, hardwood, oval shaped handle. am polis: Moline k a . Stanley pote : ° 
0 rot ve ae 
2 Patented sigmoidal shank gives proper balance. Monark Silver King, Inc ; St olde co. 
; ; , Murray Ohio Mfg. Co., The ar Mfg 
»\ Has high steel socket double riveted. Stee! MeErey en eee. daira Cover Stretalie nate 
. e Super Six fg 
¥\ Channe! support for blade eliminates vibra- Myers & Bros. F. I Sure Heat St ‘ 
\ \ tion. Double edge blade of fine tool steel Swing r Way Mi ‘ 
BLADE: easily sharpened without removal SyGaz Vompeny ' 
N 
WA ins. Sells for home use, railroads, highway 
departments, government projects . Lock ¢ : 
long ‘ na ‘ bd 
' , ” etc. Packed '/2 dozen to bundle National Screw & Mfg. Co . T 
: 3 ins. Weight per dozen 55 bs - solines Mach OC. ) 
New Idea Division AVCO 
wide. Mfc. Cor 86 and 87 ( S 
Write for literature ai 1 on Fil ‘ geese oa . ion 
het u" ilé « ‘A 
and trade-prices Nixdo ‘f-Krein Mle. ¢ R. KR. ¢ ! 
North Bros. Mfg. Ce , I'r Ten r( - 
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Ine 6t 
SYTHAX CO. “ 
445 Tennessee Street, Memphis 3, Tennessee 
Ohio Hoist & Mfg. Co 47 
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ter - 
Pr & © Hand Porged Too! ¢ ° Ur oe ye “ ( ° 
ape Machine Co . LU psor Broth " 
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trade prices. 
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FALL ON 


Pasture Ureawm 


Although there's an old saying about “bet- 
ter late than never,” there is no point in 
being late when it comes to getting on the 
PASTURE DREAM sales bandwagon. You 


still have time this year to cash in on this 


of this profitable business . . . this year 


and every year. 

So place your PASTURE DREAM or- 
der right now and you'll be sure to have an 
adequate stock of these popular machines 





new and revolutionary tool that almost on hand to meet the demands of your 
customers. Don't get caught by waiting 


too late .. . act TODAY. 


every farmer, rancher and cattleman 
needs. We just want you to get your share 


™ SEEDS, FERTILIZES AND RENOVATES without sacri- 


ficing the established sod. This dealer sold thirty-three 


PASTURE DREAMS last fall... 
* DESIGNED to fit all popular makes of tractors. 

Yes, within a short period last fall, 
Mr. W. M. Till, manager of Till Truck 
& Tractor Company, Fort Deposit, 
Alabama, made thirty-three PAS- 
TURE DREAM sales. Mr. Till says: 
“It is our sincere belief that the 
PASTURE DREAM will be of increas- 
ing value to farmers and cattlemen 
in our area and that it will come into 
universal acceptance in the future.” 


* FEATURES famous “Ezee-Fliow” hopper, with dual 
distributor mechanism and adjustable metering shutters. 


* WORKS well on contours. 


* WEIGHS 800 pounds empty, with hopper capacity of 
about 400 pounds. 





* SOLD EXCLUSIVELY THROUGH FARM IMPLE- 
MENT DEALERS 


Times getting by- 
| mows the time to buy’ 
TAYLOR MACHINE WORKS 


LOUISVILLE, MISSISSIPPI 
Please rush me all details on your PASTURE DREAM 








NAME 
FIRM 
ADDRESS 
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Cuain sales are more profitable 
with the Campbell line because it is 
packaged for profit and easier to 





stock, display and sell. 


Campbell is the one source for all 
your chain needs—from dog leads 
to log chain, from tie-out chain to 





sling chains, from sash chain to an- 
chor chain—chain for every need, 


for every purpose. 








Ask your wholesaler or write direct for complete information. 


Chain for everyneed... INDUSTRIAL... MARINE... FARM... AUTOMOTIVE me 
’ a > 


CAMPBELL CHAIN Comsany —Campseits, 


CHAI NL 


MAIN OFFICE—YORK, PA. «+ Factories —York, Pa., and West Burlington, lowa 





MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 
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MURRAY BICYCLES 


include deluxe and 





murray ohio 


baby walkers, wheel goods, bicycles 












— . new IN “S2 

, igidly ing to t 

Murray Ohio is rigidly adhering to the \ FoLoiNe HAND 
highest standards of quality in spite of restrictions ee | . 


and shortages beyond our control 
Production is as large as possible within these 
limitations . . . Our policy of fairly allocating 


this output among al] buyers 


THE MURRAY OHIO MFG.CO. 


CLEVELAND 10,0HI0 


\\ 
both large and small, will continue ' \\ 
* 











a TR IDIE bonus in every Ingersoll Disc 


Better Fit Better Work | Extra Acres of Service 





‘ ae ' Ma 
There you have it the thr big reasons why That's the triple bonus that goes wit] ry Ingersoll 
Ingersoll discs are standard equipment on 8 out of 1 disc. Make sure your cus 
tillage implements made today tomers get it. Specify Inger . 

| 





Better fit. because that Ingersoll-designed Clover soll for all new and replace 

Leaf center hole* provides more and firmer surfaci ment Gises 

ontact between disc and arbor bolt, thus relieves 
rer stress that might cause cracks 

Better work. because only Inyersoll discs are madk 
f TEM-CROSS steel. Ingers: I's own special proces 

tillage steel that is cross-rolled to prevent splitting 


ind curling of the edges. What's more, it’s specially 


temper d for extr springiness ck incr & iri 

b ner cutting 

Extra acres 6f service because tighter fit J 
tougher steel keep Ingersoll discs on the job long 


t 
mane 


Sree, r 
LARGEST 


Ingersoll PRODUCTS DIVISION 
Borg-Warner Corporation 


310 S. Michigan Ave., Chicago 4, Ii! 


Ww 
ORtn P 
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